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RATES ON PUBLIC 
SCHOOL BUILDINGS 


Need for Improved Plan of Classifying 
Business Generally Recog- 
nized 


FACTORS ENTERING LOSS RATIO 


Interesting Experience of Springfield 
F. & M., and the St. Paul F. & M. 
With Class 


In a lengthy article in The Eastern 
Underwriter of the 17th inst., we re- 
viewed broadly the loss experience up- 
on public schools of this country for a 
period of years, offering the conclusion 
that the results justified an advance in 
present rates upon the class. 

This opinion is endorsed by Secretary 
W. J. Mackay, of the Springfield Fire 
& Marine, who in the communication 
reprinted herewith, gives the experience 
of his Company with school risks during 
the past thirteen years. 

Hard to Determine Loss Ratio 


Mr. Mackay says: 

“We have perused with considerable 
interest your article on rates upon pub- 
lic school buildings in the issue of your 
journal of the 17th inst. The topic is 
a timely one and one that has given 
underwriters for a number of years a 
great deal of thought. From time to 
time efforts have been made to increase 
the rates, but the obstacles are many 
and it is doubtful if the class will ever 
be placed upon a profitable basis on 
account of the opposition on the part 
of school boards, local agents and others 
who are interested in keeping down 
the rates. 

“In an article such as you have pre- 
pared we think one difficulty is to ar- 
rive at the loss ratio. You can arrive 
at the assessed valuation of the prop- 
erty in any given State and you can 
compile the losses on the class, but 
that would not give a basis upon which 
to compute the loss ratio, for many 
municipalities do not insure. their 
school buildings or contents, so that 
one should take the amount insured 
and the losses on the insured property 
in order to arrive at the actual loss 
ratio. 

“Tite experience of this company for 
thirteen years (the period during which 
our present classification has been in 
operation) shows that we obtain our 
highest rates on the class in the West, 
viz., 1.55 as against 1.10 in the Eastern 
Department. Three and five year poli- 
cies are bulked and we cannot readily 
separate the terms, but the annual rates 
would be approximately 51 and 36% 
in respective fields. 

“Now let us look at the loss ratios; 


(Continued on page 14.) 
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PREPARATIONS MADE 
FOR QUICK VALUATION 


New York Insurance Department Ready 
for Preliminary Work of Its 
Credit Bureau 


COMMISSIONERS DECIDE 


BASIS 


| All Departments Share Expense in Pro 
Rata Basis—Procedure Now 
Followed. 


The complete whereby th 
New York Insurance Department keeps 
track of the acquisition of securities 


system 


by the various insurance companies ot 
all classes in all sections of the coun- 
try, is demonstrated every fall whe. 
the auditing department at the New 
York office takes up the 
paring for the filing of annual state 
ments. 

This year is 


WOrkK oO! re 


no exception to the a: 
valua 
York 

irance Department under the super 
vision of a special committee of the 
National Convention of Insurance Com- 


ngement The auditing and 


work is done by the New 


missioners New York is chairman o* 
this committee and several other im- 
ortant States are represented on it. 
This plan has been in vogue for sev- 
eral years and has worked out very 
satisfactorily as the companies are no 
longer bothered by finding one system 
of valuation in one State and another 
system in another, nor is there any 
delay as is apt to occur in some of the 
smaller insurance departments which 
lack facilities for rush work Each 
t nsurance departments pays its 
ro rata share of the cost of the 
done in making up the official 
securities and placing valuations uy 
them. 
Valuation on June 30 
| The. New York Insurance Depart- 
| ment has just sent out a letter to the 
effect that it has decided 
market quotations as of June 30, 1914 
for the valuation of securities carrie 
in the quarterly statements as of Sep- 
|} tember 30, 1914, which are filed with 
the department. This is done becaus2 
the principal stock exchanges are 
| closed and conditions in the financial 
world are unsettled. 
A letter has also been sent out to 
the various commissioners by 
intendent Hasbrouck as chairman ol 
the committee on valuation of -securi 
ties, asking the departments to send 
sts of those securities that they de 
| sire valued, in the forthcoming pamph- 
let, on or before October 7 or in no 
case later than October 15, as it wil! 
be impracticable to include any but 
an occasional security received after 
that time. 
Lists Must Not Be Late 
There should be eliminated from such 
| lists, all securities appearing in the 
|} pamphlet, covering securities listed as 
of December 31, 1913. The reason for 
the insurance department acting at 
this time is that the matter will be 
left until too late, if the departments 
are not requested to send ists of se- 
curities for valuation before the Decem- 
ber meeting of the executive committee 
of the Insurance Commissioners. 
When this practice has been followed 


accept 


Super- 
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out many securities were received late 
in December or early in January sev- 
eral weeks after the skeleton of the 
valuation pamphlet had been compiled. 
This delayed the completion of the 
pamphlet and necessitated the elimina- 
tion of not a few quotations. 
Basis for 1914 Unsettled 

As to the basis of valuations to be 
used for 1914, this matter has yet to 
be decided by a committee of the com- 
missioners representing the States of 
New York, Massachusetts and Con- 
necticut. Several plans nave been sug- 
gested some more or less complicated, 
such as the average system used a 
year or two ago in which the lowest 
value was taken each rionth of the 
year and the valuations 1s of December 
31. Then this was divided by thirtee1 


to secure the general average. . There 
seems to be an impression that the 
June 30 valuations, which have jut 


been allowed for the ‘hird quarterly 

statement 1ay be ultimately decided 

n by the committee, for use, instead 
mber 31 figures. 


. os ' 
f e De 


Insurance Department’s System. 
As soon as the statements for the 
third quarter, made as of Septembe: 
] > been audited, the audit bureay 
purchases of se 


goes through the new 
] acquired in 1915 


c it »} were 


and if they are 


not in the valuation 
files they are put there. Then the 
audit bureau takes up the quarterly 


atements last received and puts them 





in the valuation files, if they are noi 
lready there 

On September 15 a schedule is sent 

to ll companies doing businegs in 

New York and Massachusetts, asking 

th te all purchases made of 

ing the first nine months 

year. These must be 

fore October 7. The 

s reported are placed in 

file if they are not al- 

idy there. Then the securities fur- 

nished by other States than Massachu- 

setts and New York, which are alread: 
in the fi ire placed there 

I s s for t required list 

ritie be made in the audit 

ur ( s the ground work 


list furnished to the printers 
ver to financial! 
the National Con- 
Commissioners to 

iter them on 
i st in former years 
devoted to municip41i 
was sent out 
the 
in- 


of the 


These are handed o eXx- 


vention of Insurance 


bonds ready fir 1 this 
to printers an 
New York Department, for public 


‘ ion. on January 9 


| aced on 


4) at 
1 ie al 





The remaining list of other securities 
was put on file on January 12 and the 
valuation pamphlet is usually issued in 
printed form about January 22 


OREGON LIFE OFFERS TRIP 

The Oregon Life Insurance Company 
has offered a prize of a trip to the 
Panama-Pacific International Exposition 
together with two weeks’ hotel bill paid 
for each agent and his wife, if the 
agent produces a certain amount of 


business during the year 1914. 





LEVY TAX FOR EXPENSES 


Rough and Ready Methods of Sons of 
Zion as Shown by Insurance De- 
partment’s Recent Examination 





The New York Insurance Department 
has just completed an examination ot 
the condition of the Order Sons of Zion, 
a fraternal beneficiary society connect- 


ed with the Zionist movement. Cer- 
tificates are issued in amounts from 
$100 to $2,500 at ages from 18 to 60 


years. The report shows how careless- 
ly the affairs of many fraternals are 
conducted and how the fraternal prin- 
ciple means make-shift protection. 

It seems that for several years the 
expense fund’s income has been insutti- 
cient, so that loans have had to be 
resorted to. These on July 31 of this 
year amounted to $4,030. To help pay 
back this money, at the recent annual 
meeting, an assessment of $1 was made 
on each member which was ex- 
pected to produce $2,000 toward the 
deficit. 

This 
scored 
mends 


= 
maie 


unbusiness-like procedure 1S 
by the examiner, who recom- 
a more complete record of death 
, also that a more complete sys- 
recording terminations of cer- 
should be installed and that 
charges or deductions be made 
gainst the Widows’ and Orphans 
Funds of the order for anything not 
trovided for in the laws governing the 
fund. 

This is probably a wise precaution as 
Le balance in the expense fund on 
July 31, 1914, was only $43.97 while in 
2 Widows’ and Orphans’ Fund it was 
The order has 64 subordi- 
camps of which 25 are in New 
State. The membership on July 
21 last was 3,197 with insurance in 

amounting to $892,150. 





tem of 
tificates 


no 


ee Q74A7 
08,914.08. 


MUTUAL LIFE’S POSITION 
Paid-Up Policies, Issued as a Surrender 
Value Are on WNon-Participating 
Basis in This Company 


The Mutual Life has the following 
to say as to paid-up policies issued as 

surrender value: 

“The paid-up insurance issued by 
some companies when a policy 1s sur- 
rendered is participating, while such 

id-up insurance, allowed as a sur- 
render value, is non-participating in 
the Mutual Life. It is a question as 
to what is right and best for the policy- 
holder. In the view of the Mutual Lite, 
the question is: What is best for tne 
policyholder who remains loyal to the 
Company and maintains his insurance 
in force? This Company holds that 


the policyholder, who abandons his 
contract with the Company, declining 
further payment of premiums, is aot 


entitled to the same consideration as 
those policyholders who make life in- 
surance possible by maintaining their 
contracts in force. 

‘The man who surrenders his policy, 
receiving therefor paid-up insurance, 
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no longer contributes anything to tne 
expenses of conducting the business. 
He is entitled to his paid-up snsurance, 


the cost of insurance greater’ than 
would have been the case, had no sur 
renders occurred. The surplus accru- 


and to payment thereof at maturity, ing to such paid-up policies should 
but he ought also to bear his share inure to the benefit of the remaining 
of the cost of management. Such policyholders as compensation for the 
policies are usually small; the divi- injury done them by the withdrawal! 


dends would amount to but little in 
any event; and they are not more than 
such policyholder ought to contribute 
toward expenses. 

“It is to the interest of persistent 
pelicyholderg that those who surrender 
for paid-up insurance should pear thei" 
share of the expense of management. 
Even then their desertion of the Com- 
pany is a detriment to the remaining 
policyholders. The man who surreud- 
ers for paid-up value is usually a good 
risk. The impaired lives will remain. 

“The withdrawal of sound lives in- 
creases the death rate of the Company, 
and to that extent affects dividencs. 
Vhat is, dividends will be smailer and 


of the sound lives. This argument will 
appeal to the applicant who expects 
to keep his insurance in force.” 





INSURED FOR THREE WEEKS 


The Mutual Life tells of a man who 
was insured only three weeks before 
he died and his policy became a claim. 
He was insured on July 15, 1914, pay- 
ing the first premium to the agent on 
July 21. On August 7 he met deatn 
by accident and his widow, Marie G. 
Campbell, received the face of the poll- 
cy also the post-mortem dividend which 
the Mutual pays in common with other 
companies in case the insured dies 
within the first year. 
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ENDORSE HORNER CAMPAIGN 


‘NEW YORK MEN NOW 





IN LINE 





Local Life Underwriters’ Association 
Name Committee to Increase In- 
terest and Collect Funds 


ere 

Emphasizing the fact that the com- 
mittee on education and conservation 
is intended to make it easier to sell 
life insurance but not to carry on an 
advertising campaign in the usual 
sense, Warren M. Horner made clear 
his position before the Life Under- 
writers Association of New York at 
the mid-day meeting Tuesday. 

Mr. Horner as chairman of the com- 
mittee on education and conservatioa 
addressed the New York agents with 
the idea of securing the support oi 
the local association for the movement. 

He did not favor the local associa- 
tion going into an advertising campaign 
at this time, evidently realizing the 
expense of this work in the metropolis, 
but he did suggest that the New York 
Association should raise a fund and 
contribute it to the National campaign 
and in this way share in the benefits 
of the movement. 

This idea evidently appealed to those 
present for a motion made by Lawrence 
Priddy of the New York Life was 
adopted which called for the appoint- 
ment of a committee by the president 
to further the movement in this city. 

President Julian T. Myrick announced 
the following committee after the 
meeting: 

Representative Committee Named 

Lawrence Priddy, New York Lite, 
chairman; D. G. C. Sinclair, Metropoli- 
tan; W. R. Collins of Johnston & Col- 
lis; Charles Jerome Edwards, Equit- 
able; W. M. Compton, John Hancock; 
Edward W. Allen, New England Mu- 
tual; T. R. Fell, Massachusetts Mutual; 
R. R. Reid, Northwestern; Thomas 
Spencer, Travelers; C. B. Knight, Union 
Central; John F. Tunmore, Provident 
Life & Trust; F. O. Dunning, Penn 
Mutual; William H. Ryan, Penn Mu- 
tual; Shepard Homans, Equitable; OU. 
J. Gooding, Northwestern; Eugene 
Smith, Aetna Life; George A. Brinker- 
hoff, Mutual Life. 

Mr. Horner’s Idea 

The luncheon was held at 12:30 p. m. 
at Kalil’s on Park-Place with about 
75 present. As soon as the last course 
was served President Myrick, general 
agent of the Mutual Life, introduced 
Mr. Horner. 

Mr. Horner pointed out that the 
original resolution adopted two years 
ago which started the conservation 
campaign, proved that the committees 
did not intend to act as advance agent 
for the advertising agencies. He said 
that the movement was intended to 
bring out the idea of inter-dependence 
and the community of interests be- 
tween comanpies, the public and the 
agents, as regards life insurance. Lack 
of knowledge on the part of the public 





Convention Impressions of W. E. Bilheimer 








Upon entering the splendid convention hall at Cincinnati where was asser- | 
bled the National Association of Life Underwriters, one was at once (m-| 
pressed with the high character of the men who composed its councils. As | 
the proceedings went forward this thought became more indelibly stamped | 
upon one’s understanding. 

Like a mountain peak rearing its head in lofty strength was the speech | 
of U. S. Senator Lawrence Y. Sherman, Of Illinois. “Lincolnesque” in fea- | 
tures with a voice that carried to every part of the great convention hall, | 
he piled fact upon fact, added logical deduction to logical deduction until the | 
thought that the present burdensome taxation of life insurance companies | 
was unjust permeated every nook and cranny of one’s entire being. It made | 
one feel that in Lawrence Y. Sherman of Illinois there stood a champion who | 
fought this unwarranted tax upon American policyholders because it was) 
simple justice for him to do so. 
| The good fellowship that comes from putting into practice the brother- 
hood-of-man ideal prevaded the entire convention proceedings and was ac- 
centuated by the gentle personality of Ernest J. Clark, the retiring president | 
who presided over its deliberations. 
| The effervescent, energetic Edward A. Woods was a veritable wall of 
| strength, holding the convention up to the ideals of constructive, progressive 
life insurance principles. 
| The magnetic forcefulness of Meyers, Mead, Ward and Edwards; the) 
quiet strength of King and Johnson; the analytical temperament of Russell | 
and Horner; the scintillating wit of Shuff; the simple dignity of Willet; the | 
cordiality of Powell and Mack—all lent their. full quota of strength and | 
| gave an added charm to a convention that must always rank as one of the) 
| greatest ever held by earnest, determined, enthusiastic men, laboring under | 
| the conviction that they were in the world to help humanize humanity through | 
| the avenues offered them by their own profession—that of life insurance. 
| This great gathering seemed to make one feel that we must not forget that | 
| we sprang from a broad-shouldered, deep-chested race of fighters and yet this 
| thought was softened by the fact that throughout the whole convention there 
| were radiant gleams of that “love that suffereth long and is kind.” 

My impressions are crystallized in this one thought—a convention of force- 
| ful, dignified, sincere men of high character, not moved by whims nor fancies 
nor influenced by the atmosphere of the passing moment, but striving to-| 
| gether under a common. impulse, actuated by that mighty force that 
| actuates all men to do the real things of life—a deep-rooted conviction that 
|in their profession they had found their life work. 

| 














Dr. Heubner’s Book 

The advantages of a life insurance 
text book were explained by Mr. Horner 
and the plans were outlined under 
which the National Association is pub- 
lishing the text book now being com- 
piled by Dr. S. S. Heubner of Phila- 
delphia. When educational courses 
were first suggested for schools and col- 
leges, it was realized that there was 
no text book on life insurance and 
it has now been arranged that the 
book shall be published at no expense 
to the National Association, being 
turned over to a well known publish- 
ing firm which will pay royalties to 
the author. This book will be for the 
use of high schools and colleges and 
should prove invaluable to life insur- 
ance agents as well. 


is responsible for the antagonism tu 
life insurance in certain quarters. 

Mr. Horner spoke of the relation 
between the question of lapsation and 
taxation, health conservation and legis- 
lation. He said the present conditions 
could not be corrected without a syste- 
matic campaign of education for the 
younger generation. 


New York Situation 


The speaker then turned his atten- 
tion to what might be accomplished 
in New York city. He said that fifty 
associations, or the majority affiliated 
with the National body, had endorsed 
the Horner idea and had appointe.a 
committees to raise funds. The St. 
Louis Association has raised $6,50! 
and turned over $1,250 to the National 
fund, using the rest for the local ad- 
vertising campaign. This shows what 
one association has done. 

It was Mr. Horner’s idea that if the 
New York Association should turn over 
the funds it raised for the use of the 
National advertising campaign, it woulda 
have accomplished much. He said that 
after the meeting of the executive coun- 
cil in Pittsburgh on Saturday evening 
the plans would at once go forward. 





BOUND VOLUME OF “POINTS” 

The: Mutual Life has put into boo 
form some of the best selling .articles 
and tips, which have appeared during 
the past two or three years in “Points” 
the paper issued by the Company for 
the use of its agents. The compila- 
tion is full of happy suggestions for 
the life insurance salesman. 


STANDARD OF MEMBERSHIP 


POSITION OF LIFE UNDERWRITERS 








Chas. W. Scovel Notes That Matter 
Was Not Emphasized After Meet- 
ing In Cincinnati. 





Charles W. Scovet, former president 
of the National Association of the Life 
Underwriters, has called attention to a 
resolution adopted at the Cincinnati 
meeting which has not been em- 
phasized. It relates to the Standard 
of Membership declared by the National 
Association back in 19U7: 

The resolution reads: 

“When the National Association of 
Life Underwriters, at its Toronto Con- 
vention in 1907, for the first time de- 
clared a standard of membership and 
made it such as to exclude the repre- 
sentatives of companies whose unsound 
and vicious practices are hurtful alike 
to the business and the public, i¢ de- 
clared at the same time its welceme 
for the representatives of all seynd 
and regular companies, old and new, 
large and small, wherever located. 

“This convention reaffirms that wel- 
come, and suggests that all local asso- 
ciations will find it desirable, as so 
many have, to increase their member- 
ship among agents of the sound young 
companies that measure up to the re- 
quirments of the national constitution 
as now amended.” 

Mr. Scovel Explains 

In discussing the motion Mr. Scovel 
says: 

“By some mischance, the foregoing 
resolution has missed the wide publicity 
given to the constitutional amendment 
that was, with it, unanimously adopted 
by the Executive Committee and con- 
vention. I feel called upon as chair- 
man of press committee to apologize; 
and as the mover of both actions, to 
explain. Particularly, since I have 
already had word of some misunder- 
standing as to the amendment, the 
very thing this accompanying resolu- 
tion was meant to prevent. 

“The amendment was drawn at the 
president’s request, after correspond- 
ence with the council, simply to correct 
an obscure phrase that had brought 
the question up, and at the same time 
to make this membership standard 
fully conform to the original declara- 
tion of 1907. The amendment adds 
nothing new. It specifically condemns 
four kinds of wrongful practices— 
among them the misuse of any kind 
of valuation (though lawful in form) 
as a ‘device’ or ‘cloak’ under which 
to ‘practice extravagance.’ It does not 
condemn nor is it aimed at, any lawful 
valuation as such. 

“The whole subject was thoroughly 
threshed out at Toronto, and the wise 
conclusion then reached (by unani- 
mous vote, if I remember rightly) re- 
mains wholly unchanged in both letter 
and spirit, except that the welcome 
for the agents of the sound young com- 
panies has been growing warmer and 
more general, as shown by the resolu- 
tion itself.” 
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DESIGNATING THE BENEFICIARY 
VARIOUS CHANGES IN FORM 





Pacific Mutual Life I!lustrates Proper 
Way—Beneficiary May Die Prior 
to Insured 





How to designate the beneficiary is 
frequently a puzzle to life insurance 
agents, unless they have made a special 
study of the clauses generally used. It 
is well to be able to advise prospective 
policyholders in matters of this kind. 

A very clear exposition of the subject 
appears in the recent issue of “Pacific 
Mutual News.” It was wrttten by F. H. 
Small, of the actuarial department. 

Following is the article: 

“The principal benefit granted under 
a policy of life insurance is the protec- 
tion it affords. Hence it logically fol- 
lows. that the conditions under which 
that protecton is to be granted and the 
designation of the individual or indi- 
viduals who are to receve that protec- 
tion are matters of extreme importance. 
It is a fact, however, that when making 
application the applicant is apt to give 
less consideration to the beneficiary 
conditions than to many other really 
less vital statements called for under 
the application blank. : 

“Presumably from the fact he is 
applying for insurance to protect those 
dependent on his life, the applicant is 
prone to forget that those whom he de- 
sires to protect may die before himself. 
While he is most careful to designate 
his wife as the person to receive the 
protection, the possibility of his wife’s 
not being alive at the time he himself 
dies does not enter his mind. Let us 
therefore see how the applicant may 
best express his desires in connection 
with this important matter. 

Simplest Beneficiary Provision 

“Our old friend John Smith has decid- 
ed to increase his insurance for the 
benefit of his family. He has-the wife, 
two daughters and one son all to be 
considered. Well, if the wife outlives 
him she in turn will look out for the 
children and if she does not, his chil- 
dren are his natural heirs. The 
simplest form of beneficiary provision 
will therefore suffice, and Statement 
Eight in the application filled out to 
read as follows will fill the bill: 

“‘T desire the insurance to be paid to 
the following beneficiary, Mary Smith, 
my wife, or in the event of prior death 
of said beneficiary to my executors, ad- 
ministrators or assigns.’ 

“Possibly, however, Friend Smith pre- 
fers to protect his wife and daughters 
only, his son being able to protect him- 
self. This wording will be brief and 
clear: 

“‘T desire the insurance to be paid, to 
the following beneficiary, Mary Smith, 
my wife, Ann Smith and Ellen Smith, 
my daughters, equally, survivors or sur- 
vivor, or in the event of prior death of 
said beneficiary to my executors, ad- 
ministrators or assigns.’ 

“This will insure an equal division of 
the death benefit between such of the 
three named beneficiaries as may sur- 
vive Mr. Smith and will provide for the 
reversion of the death benefit to his 
estate should all three beneficiaries die 
before himself. 

Protect Whole Family 

“Again, Friend Smith may desire to 
protect all of his family, but not in 
equal measure. The following will 
make his wishes clear: 

“‘T desire the insurance to be paid to 
the following beneficiary, one half to 
Mary Smith, my wife, one sixth to John 
Smith, Jr., my son, one sixth to Ann 
Smith, and one sixth to Ellen Smith, 
my daughters or in event of the prior 
death of any of them, then his share, 
her share or their shares, to my execu- 
tors, administrators or assigns.’ 

“If, however, he desires the alloted 
portions of those who may not survive 
the insured to revert in equal parts fo 


the others, the last phrase should be 
made to read ‘or in the event of the 
prior death of any of them, then his 
share, her share of their shares equally 
to the survivors or survivor, or should 
none survive then to my executors, ad- 
ministrators or assigns.’ 

“Jt will be noted that in this last 
illustration fractional parts and not 
fixed amounts are specified. Under a 
participating contract the death bene- 
fit may be materially increased over 
the original amount insured by the addi- 
tional insurance which the dividends de- 
clared have purchased, and under either 
a participating or a non-participating 
policy the original amount insured may 
have been materially reduced from the 
fact that the insured has made a policy 
loan which is outstanding at the time 
the contract becomes a claim by death. 

“Perhaps, after all, Friend Smith, 
prefers to make his wife the bene- 
ficiary, or should she be the first to 
die, to appoint his son to look after the 
distribution of the death benefits know- 
ing that his son will carry out his 
father’s wishes. The best way for him 
to fill out the statement would be as 
follows: 

“‘T desire the insurance to be paid to 
the following beneficiary, Mary Smith, 
my wife, should she survive me, other- 
wise to John Smith, Jr., my son, or in 
event of his prior death, to my execu- 
tors, administrators, or assigns.’ 

“In all of the foregoing wordings it 
will be noted that Mr. Smith has 
named his estate as the final benefi- 
ciary. The only exception to this pro- 
cedure which is justifiable is where the 
death benefit is to be paid in install- 
ments extended over a considerable 
period of time, and where the bene- 
ficiary may live to receive a portion of 
such installments but die before receiv- 
ing all. In such an event to provide 
for the payment of the balance of the 
installments to the insured’s estate is 
impracticable, as it may require the re- 
opening of an estate long since settled, 
and it is not impossible that the com- 
muted value of the installments which 
the company would pay to that estate 
may prove to be less than the cost of 
its re-opening—as where one monthly 
installment only remains to be paid at 
the time of the beneficiary’s death. This 
contingency is covered by the printed 
conditions of the company’s monthly 
income policy to which reference is 
made. 

“That our multitudinous and thought- 
ful friend John Smith may evolve 
many complicated ideas for the dis- 
tribution of the death benefit is obvi- 
ous, but do not encourage him. Point 
out to him that the beneficiary clause 
in a policy of life insurance is not a 
place for complications. Possibly a will 
could be drawn to cover his elaborate 
wishes, but even then let it be remem- 
bered that the fate of many a compli- 
cated will has been to be broken by 
litigation. 

Urge him for his own best interests 
to be definite and brief and then if he 
still insists, write to the home Office 
for advice and, if practicable, for a 
special wording. Also do not encourage 
him in adding his good old mother and 
his sisters to the number who are to 
share in the insurance benefits. It will 
be far better that he take out several 
policies and provide for their protec- 
tion under separate contracts. Do not 
let him overlook the fact that the simple 
beneficlary clause like the simple life, 
is by far the best.” 





HAD 21 ORIGINAL STOCKHOLDERS 

In his speech at the recent $100.000 
Club of the Illinois Life, Vice-President 
R. W. Stevens said: “It will be of 
interest to you to learn that there were 
onlv twenty-one original stockholders 
of the Illinois Life, all of them close 
friends and neighbors of James W. 
Stevens, and also that the stock wa3 
sold for $125 for each $190 share—the 
325 bonus being contributed in full to 
the Company’s surplus. 


MUTUAL’S CO-OPERATIVE STORE 


DID $20,000 BUSINESS LAST YEAR 








Saving of 20 Per Cent. Made by Em- 
ployes in Mutual Enterprise Which 
Has 1,200 Steady Customers 





The co-operative store which. has 
been conducted for almost two years 
ty the Mutual Co-operative Association 
—-an organization of Mutual Life em- 
ricyes, has recently been moved from 
35 to 43 Liberty street where larger 
quarters are in use one flight up from 
the street. 


The store has been most successful 
since opening for business February 1, 
1913, and in the first year of its exist- 
ence the sales aggregated about $20,000 
There are about 900 employes of the 
home office of the Company to avail 
themselves of the facilities of the store 
and with others in the building, there 
is a potential list of customers reach- 
ing nearly 1,200. 

The best feature of the plan is that 
the employes do all the buying them- 
selves through committees which handle 
certain classes of goods. All kinds of 
groceries and canned goods are sold 
also men’s and women’s furnishings otf 
all kinds and orders may be taken 
through the store for suits, overcoats 
and other articles of this kind whicn 
cannot be well carried in stock. 

How Scheme was Financed 

The original fund to finance the un- 
dertaking was raised by issuing shares 
of stock at $5 a share. Calls hav2 
been made from time to time on this 
so that $3 has now been paid in. The 
saving to purchasers throngh the store 
averages about 20 per cent., though 1t 
varies on different classes of goods. 

The stockholders are given a further 
dividend at the end of the year which 
reduces the cost of the goods purchased 
by them. Last year this was $800, or 
about 100 per cent. on the capital. 

Aside from the physical benefit 
ascribed to the movement, it encour- 
ages good fellowship among the em- 
ploves and after office hours a taste 
of the old country store atmosphere 1s 
evident. “It is a great institution to 
help the employes to get better ac- 
ouainted,” said one of the officers, “and 
it encourages thrifty habits as well, 
since everything is bought on the cash 
basis. There are absolutely no charge 
accounts.” 

There are two women members of 
the board of directors and they look 
after the women’s interests as regards 
the goods handled. A paid clerk is in 
charge from morning till night and in 
the rush hours he is assisted by some 
of the members. The president of the 
Mutual Co-operative Association is W. 
I.. Simrell, auditor of the Company an4 
the secretary is Miss Sarah w. Brierly. 

The emploves of the Mutual have 
other activities of the welfare sort 
which increases a feeling of co-operation 
There is the Prosperity Fund which 
is a savings arrangement which also 
provides for loans at six per cent. when 
employes need temporarv help. The 
Mutual’s employes are also members 
of the Insurance Athletic League which 
comprises teams from the local life 
insurance companies. ‘ 

The annual entertainment of the 
Mutual T.ife Athletic Association. which 
is now five years old. will be held at 
the Palm Garden on 58th street. New 
Vork, on Fridav evenine. October 3%). 
There will be dancing and other enter- 
tainment. The athletic association has 
375 members. 





HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life 

New York by the New York Lemon 
Department, the report on which has 
ust been issued shows the Company to 
¢ in splendid condition in every re. 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently managed, 
its claims under its_ policies Promptly 
geod, and its policyholders treated 
airly. 


During the period under examination 
the Home Life has experienced a Steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
Teater than in 1909 and the insurance in 
orce having increased from $92,532,533 in 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


W.C. BALDWIN, 
President 


HOWARD S. SUTPHEN, 
Director of Agencies 











You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 





Several pi of llent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











W. D. Wyman, President 





New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. : 
Ine. 1851 


Attractive literature 
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THE EASTERN UNDERWRITER 








GREATEST BUSINESS ASSET 


CONVENTION 





WAS~ CINCINNATI 





Walter R. Hubbs of Local Life Under- 
writers Attended for First Time and 
Would Not Miss the Next 





The impressions of a member of a 
local association of life underwriters who 
attends a national convention for the 
first time are always interesting, par- 
ticularly if the member feels that he 
has secured much benefit from the ex- 
change of views incident to attending 
the gathering. ; 

Walter R. Hubbs, of 44 Court street, 
Brooklyn, who specializes in corporation 
and partnership insurance attended the 
Cincinnati convention, it being the first 
national gathering of the kind that he 
had ever been present at. He joined 
the Life Underwriters Association of 
New York last spring and has already 
become a strong believer in the asso- 
ciation movement. 

“First Nighters” Views 

Following are his impressions of the 
convention which he has set down brief- 
ly for The Eastern Underwriter: 

“You have asked me to give you my 
impressions of the Cincinnati conven- 
tion. I would say, after returning from 
the West that I could not see how any 
life underwriter could miss such an 
opportunity as would be his in attending 
this convention. 

“First of all, the mere fact of being 
associated with about 800 men, during 
convention week, and knowing that they 
meet the same difficulties and solve the 
same problems as I have to do, in this 
great work of life underwriting, is worth 
something, as no doubt all have made 
a great success of this business. Sec- 
ond, the general topics that were dis- 
cussed from the platform by able men, 
which would further the interests of 
ife insurance in this country, and the 
discussions on taxation, were very in- 
teresting, and each and every agent 
should give them his most earnest at- 
tention. 

“The discussions of business insur- 
ance, which I am interested in, were 
‘Al,’ and a great deal of information 
could be derived from them. Third, the 
social events, which the city of Cin- 
cinnati, and the local association af- 
forded us, were of the most pleasant 
nature, and added a great deal to the 
convention. As you no doubt know, 
this is the first convention I have attena- 
ed, and it is the greatest asset in my 
business. I will say, also, that I will 
avail myself of every opportunity of at- 
tending our local association. This is 
a brief talk on my impressions and 
experiences at the convention, but I 
think you will get my idea of what I 
think of this association for any man 
who is engaged in the life insurance 
business.” 





AGENTS SHOULD BROADEN OUT 





Vice-President Buckner of New York 
Life Tells How One Agent Learned 
Lesson from Adversity 





Vice-President Thomas A. Buckner 
of the New York Life always has some 
appropriate incident to illustrate a 
Point. There is probably no class of 
business solicitors which get into a 
groove any quicker than the agent, 
particularly in the smaller centers. 
An agent had been directing his can- 
Vass to people in a certain industry 
which was temporarily dead because 
0. a strike and had thus got into a 
froove. This is how Mr. Buckner 
tells the story: 

“T recall that at one of the meetings 
of the $100,000 club a delegate got up 
and related his experiences during a 
long-continued strike in his city and 
the lessons that it taught him. 

“It seems that the principal industry 
of the town was the manufacture of 





shoes, for which there were several 
large factories. The shoe people, as 
well as those with whom the factories 
and their employes traded, were gen- 
erally prosperous. Our friend had been 
securing a big enough business each 
year to put him in the club, when 
suddenly a strike was called and the 
operatives walked out. 

“Business was paralyzed and at e@ 
standstill. Mr. Agent was up against 
it. He realized that he had been too 
circumscribed in his activities. But 
the deed was done and he realized 
that there was no use crying over 
spilt milk. He was simply forced to 
look elsewhere for business. He did 
so, found there was plenty of it, and 
learned that there was often good 
business where he least expected it. 
He discovered plenty of insurable 
people with money who were not at all 
dependent on the shoe factories. 

“He worked in the town and out, and 
around it, wherever he could find the 
prospects to interview. He wasn’t 
particular as to whom he saw, except 
that he made it a point before he talk- 
ed insurance to find out that the man 
was not affected by the strike. The 
result was that he built up an improved 
line of business, largely in new chan- 
nels, ‘by reason of the very fact that 
circumstances made him change his 
line of defense. The experience, bitter 


. as it looked at the time, turned out to 


be a blessing in disguise. 

“Our friend’s trial and the lessons 
he learned from it are valuable to-day 
in the light of what is now taking 
place. It is quite probable that many 
New York Life men have found that 
the dislocation of trade in certain lines 
on account of the European war has 
seriously interfered with their busi- 
ness. In such cases it will be wise to 
change your base and fish in another 
rortion of the stream, as our friend 
from Boston did. If you do this, suc- 
cess will come, and what at first may 
seem to you a hardship may turn out 
to be the best thing that could happen.” 


NATIONAL TEMPERANCE LIFE 
John D. Knapp Organizer of New Fra- 
ternal Under New York Law 
Has 531 Applicants 
A new fraternal beneficiary society 
has just been authorized in New York 
State. It is the National ‘Temperance 
Life Insurance Society of New York 
City and already has 30 lodges. Ap- 
plications are on file from 531 persons 
for $1,000 of insurance each and the 
total paid in by applicants, viz., at least 
one monthly assessment, amounts to 

$2,581.48. 

Robert B. McCully is 
John D. Knapp, formerly connected 
with the American Temperance Life 
of this city, is secretary. The insur- 
ance applied for is in excess of $500,000. 
The New York Insurance Wepartment 
has just completed its examination to 
show the fraternal’s condition previous 
to issuing a license. In addition to 
the mortuary fund paid in which can- 
not be touched for any other purpose, 
3,500 has been loaned the fraternal 
on promissory notes, for the purpose 
of defraying the society’s expenses 
pending complete organization. 


president and 





PROMPT EQUITABLE PAYMENTS 


During the first eight months of 1914 
the death claim disbursements of the 
Equitable in the United States, Canada, 
Newfoundland and Cuba, as published 
in its Domestic Death Claim State- 
ments, totaled $11,386,243. Of this 
amount $11,174,300, or 98.1 per cent. of 
the total was paid within one day after 
receipt of due proofs of death. Of 
3.695 domestic claims paid during this 
period, 3,630, or 98.2 per cent., were 
paid within one day after receipt of 
due proofs of death. 





-The Inter Mountain Life of Salt Lake 
City, Utah, will hold its 1915 agency 
convention in San Francisco. 





nity. 


NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 


Address EDWARD D. FIELD, Superintendent 
MONTPELIER, VERMONT. 








CALL ON COMPTON 





By the 






CALL ON COMPTON 





The Service Route to Success 


Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 
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E INSURANCE Com 
OF BOSTON MASSACHUSETTS 
220 BROADWAY 

PHONE 6030-6031 CORTLAND 
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CALL 


ON COMPTON 








dividend record has go: 





A COOD OPENING 


An old, well established, progressive life insurance comp 
od opening at PHILADELPHIA, covering Eastern Penn- 


y, with Hed 











sylvania. Address, stating qualifications: 
PHILADELPHIA, care of The Eastern Underwriter 
105. William St., New York City 
MUTUAL BENEFIT CONVENTION 





Agents Present for Three Day Session 
Which Conciudes With Banquet 
on Thursday Evening 
The Mutual 
on Thursday 


Life completed 
most successful 
three days’ convention of its agents. 
The sessions were held at the Mari- 
borough-Blenheim Hotel, Atlantic City, 
and the officers of the Company were 
present. The talks by successful agents 
on matters connected with the produc- 
ing end of the business were excep- 
tionally good. The closing banquet 
was held last Thursday evening. The 
Company considered the meeting ot 
special importance for its agents who 
were present in good numbers. 


Benefit 
last a 





SIXTEEN “APPS.” IN EIGHT DAYS 
Henry M. Carlsen, a new member 
of the Davenport (la.) Agency of the 


Equitable Life of New York, wrote six- 
teen applications on as many lives in 
the eight business days trom August 
18 to 27, involving $22,100 of insur- 
ance. Mr. Carlsen is a beginner, hav- 
ing joined the Equitable on July 14. 
He is not stationed in a large metro- 
politan center, but in a town of 200 
inhabitants—Goose Lake, lIa.—which 
emphasizes the excellence of his record. 





WAR TAX BILL PASSES HOUSE 

The lower house of Congress on Fri- 
day last passed the “War” Tax Bill 
which carries with it a tax of eight 
cents per hundred on all new life busi- 
This 


ness. The vote was 234 to 135. 
week the matter was before the 
Senate. 


GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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INSURE HIM WHILE YOUNG 


SOMETIMES HARD TO HANDLE 








Arguments That May be Used When 
Prospect Would Defer Action—Will 
Cost Him Less Now Than Later 


The man who has made his money 
and, therefore, if he can be captured, 
can afford to take a big policy, is the 
man whom the young agent is the 
most apt to chase. Frequently, how- 
ever, the young agent’s time is wasted 
for he finds that the man who has 
made his money is the very hardest 
to pry loose from any of his hard- 
earned coin. 

A better plan for the young and even 
for the experienced agent, in many 
cases, is for him to cultivate the young 
men of his acquaintance. By persuad- 
ing the young man to take out life 
ingurance the agent is helping the 
young policyholder to protect his in- 
come. Therefore when the young man 
becomes an older man the agent will 
be in a position to insure him for a 
larger amount. 

The company organ of the Mutual 
Life has some very interesting com- 
ments to make on this subject. lt says: 

“Ordinarily the young man is not 
the easiest to insure. He is too sanguine 
of the future, too certain that life is to 
be a great success, and that by the time 
some one is dependent upon him he 
will scarcely need insurance. He 1S 
fertile with reasons for deferring ac- 
tion. Nevertheless young men do take 
insurance and the class is weil worth 
cultivating. Once get them on your 
books for even a moderate amount 
and you will write them again and 
again in the future. 

“The usual excuse of the young man 
for deferring action is that he ‘has 
no one dependent upon him.’ When 
you run across a case of this kind. say 
to him: ‘But you are not the man who 
would willingly be dependent upon any 
one. In case of sickness your friends 
would nurse you and care for you glad- 
ly, but you would expect to recom- 
pense them after your recovery. How- 
ever, you might not get well. This 
thought would worry you during your 
illness. You are not only a burden to 
your friends in sickness, but may be 
an added burden in death because of 
funeral expenses. A life policy en- 
ables you to recompense them if you 
die; you will do it yourself if you live. 
No one is dependent upon you, and 
life insurance renders you dependent 
upon No one. 


“No One Dependent” Excuse 

“*Besides, there will be some one de- 
pendent upon you shortly, and then 
you must have life insurance. You 
will be older then, and it will cost 
you more. If you know of anything 
that you mean to buy some day; if 
the cost of that article is constantly 
increasing; if you know to a certainty 
that it will be higher next year than 
this; if you know to a certainty that 
you can never in the future buy it as 
cheap as you can new; then, as a good 
business man you will close the deai 
at once, will you not, especially if you 
can do so by the payment of a small 
instalment? You can make other in- 
vestments five or ten years hence to 
as good advantage as you can to-day. 
Life insurance is the only thing in the 
world that is absolutely certain to cost 
you more in the future, when you are 
older, than it costs now. 

“*You can get insurance now. Per- 
haps you cannot a little later, when 
others are dependent upon you. Ac- 
cident or illness may render you un- 
insurable, even though you are other- 
wise effective. If you know of any- 
thing which you must have some day. 
a thing which you can buy now and 
may not be able to buy in the future, 
which you can buy cheaper now than 
ever hereafter, as a good business man 
vou will close the deal at once, will 
you not? 


“Oh, yes; you young fellows ike io 


HEAVY OPERATION EXPENSE 





Insurance Department Says Order of 
Saturn Fails to Collect Arrearages 
on Reinstatement 





Arguments by fraternalists as to low 
cost and saving on expenses by means 
of the fraternal system, are knocked 
into a cocked hat very frequently by 
reports on the examinations of frater- 
nals. For instance the New York in- 
surance Department which recently 
completed an examination of the Order 
of Saturn, a Buffalo fraternal, shows 
that it cost 92 per cent. of its total 
assessment income to carry on its busl- 
ness and that nearly 45 per cent. is 
paid out in commissions to deputies. 


The compensation of deputies em- 
ployed tc handle new business and 100k 
after the reinstatement of old members, 
was severely criticised by the depart- 
ment examiners. These deputies had 
a verbal arrangement whereby they 
received for their services anywhere 
from two to six of the assessments paid 
by members. The deputies also re- 
ceived the certificate fee of $1 paid by 
new members. 

The department insists that all agree- 
ments with deputies shall be in writinz 
hereafter. All claims must be proper- 
ly recorded in a book and likewise all 
income from assessments must be sep- 
arated, distinguishing between assess- 
ments from members during the first 
twelve months of membership and those 
representing assessment after the first 
twelve months. The order was direct- 
ed to comply with the by-laws as to 
reinstatements; also that receipts 
should be taken for all cash disburse- 
ments and commissions paid to 
deputies. 

The order has 35 lodges or circles 
with a total membership of 656 and 
insurance in force of $300,795. In this 
are included 116 members who have 
been reinstated without having passed 
the medical examination required un- 
der the by-laws and who are not shown 
by the books to have paid any arrear- 
ages or assessments! 


boast that there will never be any one 
aependent upon you. You are “not a 
marrying man.” Fudge! But, in any 
event, there will be an old man de- 
pendent upon you after a while, sav 
30 or 40 years hence. Who will take 
care of the old man if you do not? 
Now is the time to make provision 
for him. Life insurance makes yo'l 
independent while young, and the cash 
value of your policy provides a com- 
petency for old age. You may or you 
may not prosper in business. Even 
if prosperous for many years, you may 
be poor in old age, as are ninety-five 
persons out of every one hundred. Life 
insurance is the one resource upon 
which the old man may depend im- 
plicitly. It is the safest of all invest- 
ments.’ ‘ 

“The young man’s first savings should 
vo into life insurance, because: It is 
the one thing that he must have som2 
day; he can get it now—possibly not 
at a later date; it is cheaper now then 
it will be a year hence; it is the most 
systematic and the best means of in- 
culeating habits of thrift and saving—- 
the first lesson that every young man 
must learn; it makes him immediately 
independent. With no one dependent 
upon him, he, likewise, is dependent 
upon no one.” 





HOLD BANK STOCK 


Among the holders of stock of the 
leading banks of New York city, the 
records disclose the following named 
insurance companies, together with the 
number of shares carried by them: 

National Bank of Commerce; Equit- 
able Life 24,700; Mutual Life 17,294. 
American Exchange; Atlantic Mutual 
900; Home 800. Bank of America: At- 
lantic Mutual 500. Bank of New York; 
Atlantic Mutual 1,000; Continental 500: 
Aetna 300. 








Is Steady 


Sure 


IN THE 


THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Solid 


GOOD TERRITORY FOR RELIABLE MEN 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 








PURELY MUTUAL : THE 


GLO. C. MARKHAM, President 





CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 

Northwestern Policies are easiest to sell and stay longest in force. 

Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 





It Will Pay You to Investigate 


Income Incurence Before Selecting Your Company 


Write to 
H. F. NORRIS 
Superintendent of Agencies 
Milwaukee, Wisconsin 


Corporation Insurance 
Partnership Insurance 











Large ‘‘ Dividends ”’ 
Low Cost 
Service Policy 

















UNEXCELLED iN 
Favorable Mortality 


—AND— 
Economy of Management 


THE 
Provident Life 


E. P. MELSON 
President 





JOHN G. HOYT 
Viee-President 


MISSOURI 
STATE LIFE 





AND Trust Company 
OF PHILADELPHIA 


Salable 
Policies 





Rates of Premium Extremely Low 
and still further reduced by 


Annual Dividends. Special 





PAPER ON CHARLES GILL 





Final Article by Emory McClintock on 


Participating and Non-Participating 


Inducements for 
General Ageney Contracts 


Home Office: ST. LOUIS, MO. 








First American Actuary Will Be 





Delivered at Milwaukee 





Indications are that the attendance 
at the regular fall meeting of the Ac- 
tuarial Society of America in Milwaukee 
on October 15 and 16 will be good, 
in spite of the distance from the East. 
Although the list of papers to be de- 
livered has not yet been announced, it 
is certain that the third and final paper 
by Emory McClintock of wuhe Mutual 
Life on Charles Gill, the first actuary 


in America, will be among the number. Contract 





GIRARD’S NEW POLICIES 


Two special forms of policies, one on 
the ordinary life and one on the 20 pay- 
ment life plan, have been put out by 
the Girard Life of Philadelphia. An 
annual guaranteed reduction of 10 per 
cent. in the premium, is provided com- 
mencing with the second year and a 
reduction of 50 per cent. after the 
tenth year. Policies participate in the 
surplus each five years. 





Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 


to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reduction. 


Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Ingur- 
ance at Minimum Cost. 
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THE EASTERN UNDERWRITER 








MUTUAL BENEFIT EXAMINED 


BY NEW JERSEY DEPARTMENT 








Newark Company’s Conservative 
Figures Increased by Messrs. 
Fackler, the Examiners 
The recent examination of the Mu- 
tual Benefit Life by the Department of 
Banking and Insurance of New Jersey 
produced additional evidence, if such 
were necessary, of the stability and 
fair dealing of the Newark company. 
David Parks Fackler and Edward B. 
Fackler were the special examiners 
for the New Jersey department in this 
work. The printed report of the ex- 
aminers which covers the three years 
ending December 31, 1913 shows that tne 
Company has grown materially both in 

assets and insurance. 

The admitted assets on the business, 
written basis according to the Com- 
pany’s statements, increased from $137,- 
784,560.99 to $166,278,589.95. The insur- 
ance in force increased from $550,058,- 
997 to $677,991,660. 

Three Years’ Growth 

This illustrates the growth since 
December 31, 1910 when the last pre- 
vious examination was made. The Com- 
pany’s statement shows gross assets of 
$166,295,993.06 while the examination 
statement increased these, making the 
figures $166,978,242.24. The admitted 
assets, after deducting non-admitted 
assets amounting to $17,403.11, were, 
according to the Company’s statement, 
$166,278,589.95 and according to the ex- 
amination statement, $166,960,839.13. 
The net reserve was fixed by the Com- 
pany’s statement at $151,141,903, and 
this the examiners adopted. 

The current policy dividend liabilities 
were figured at $5,726,980.20 by both the 
Company and the examiners. The sur- 
plus or special reserve funds were 
figured at $5,421,580.37 in the Company’s 
statement and $6,128,829.55 in the e. 
amination statement. 

Home Office Real Estate 

The Company’s figures in all respects 
were shown by the examination to be 
very conservative. For example, the ex- 
amination value for the four home Office 
properties was $3,557,339 as against the 
Company’s valuation of $2,878,058.55. 

The average net rental for the last 
three years of the properties bought by 
the Company under foreclosure, was 4.69 
per cent. The examiners placed the 
value of all real estate owned by the 
Company at $3,867,699 instead of $3,- 
184,836.30 as reported by the Company. 

The mortgage loans of the Company 
number 16,385 for $80,379,853.15. Dur- 
ing the last three years new loans 
amounting to over $44,000,000 were made 
and $26,000,000 of the old loans, with 
$2,700,000 of the new, were paid off. 

Excellent Mortgages 

The general excellence of the Com- 
pany’s mortgages is referred to in the 
report, and the fact is noted that dur- 
ing the last three years, the Company 
has lost nothing on the settlement of 
any mortgage loan. The average rate 
of interest on the outstanding mortgages 
is 5.042 per cent., while’ $69,900,000 of 
the mortgages are at 5 per cent.; $6,600,- 
000 at 5% per cent.; $1,650,000 at 6 per 
cent. and $12,000 at « per cent. The 
remaining $2,200,000 would average 
about 4% per cent. 

Policy Loans 

The report states that in the three 
year period from 1910 to 1913 the policy 
loan account of the Company increased 
from $18,596,222.12 to $24,574,735.10. It 





is stated that this is partly made up ~ 


of loans obtained for payment of pre- 
miums on policies on which cash loans 
were outstanding, but it is mostly made 
up of cash advances made to policy- 
holders upon the security of their 
policies. On December 31, 1913, there 
were more than 47,500 such loans. 

As to premium notes the examiners 
found on December 31 that the Com- 


pany’s total was $6,085,783.33, repre- 
senting a relatively small increase over 
the corresponding total of $5,662,061 re- 
ported three years earlier. 

The Company’s stated total of gross 
uncollected and deferred premiums was 
$2,862,101.51 while the examiners’ total 
Was $2,859,750.32. After deducting the 
20 per cent. loading of $571,950.06, the 
figures of $2,287,800.26 was found as the 
total of net uncollected and deferred 
premiums, 

The aggregate of the surplus funds 
is shown by the examination to De 
$6,128,829.55 wnoich is $707,249.18 in ex- 
cess of the amount claimed by the Com- 
pany. The difference is mostly due to 
jarger values assigned to the Com- 
pany’s real estate, 

In concluding the report the exam- 
iners say in part: “The dividends, or 
refunds of premium, to policyholders 
have been considerably increased, but 
with due regard to safety. Recogniz- 
ing the obligations of mutuality, the 
Company has made it a general practice 
to allow all old policyholders, regara- 
less of the strict provisions of their 
policy contracts, full participation in 
such liberalities of contract as are in- 
cluded in new policies.” 





WARD BOOMS ASSOCIATION WORK 





Former President of Life Underwriters 
Tells Minnesota Men of Work Yet 
to Be Accomplished 





Hubert H. Ward, former president of 
the National Association of Life Under- 
writers was entertained by the Minne- 
sota Life Underwriters’ Association of 
St. Paul on his way back from the 
Cincinnati Convention. Messrs. Warren 
M. Horner of the Provident Life & 
Trust and N. J. Dillon of the Pacific 
Mutual, who were Minnesota delegates 
at the big convention, accompanied 
Mr. Ward from Cincinnati to St. Paul. 
The meeting was on September 23 at 
the Commercial Club. 

(Mr. Ward talked for upward of an 
hour, dwelling in a most interesting 
manner on life association work; the 
necessity of agents in the field keeping 
in touch with the twenty-five millions 
or more policyholders; the conservation 
oi the business, disposing of charity by 
educating the people to depend upon 
life insurance and not upon charity for 
protection both for themselves and 
their dependents. There were about 
seventy-five members present. 





N. Y. ASSESSMENT FIGURES 





Total Insurance of Life and Accident 
Associations and Amount of 


Claims Paid 





In his annual report of the New York 
State Insurance Department on fra- 
ternals, Superintendent Hasbrouck 
gives the following summary of the 
business of assessment life and acci- 
dent associations: 


OE ik 55 cadvwned $3,787,170 $95,077 
Liabilities ....... 2,078,093 *10,647 
Received from mem- 

WD. ivkecwes wie 2,665,619 13,830 
Total income ... 2,849,123 *87,220 
Claims paid 2,050,753 *184,669 
Disbursements 2,683,204 *136,753 
Insurance in force .92,161,088 382,655 
Insurance in force 

in N. Y. State 69,994,838 *6§21,356 





*Decrease. 





PEOPLES’ TAKES AMERICAN LIFE 

The American Life of Chicago has re- 
ceived the approval of the Illinois In- 
surance Department for the reinsurance 
of all its industrial and ordinary busi- 
ness in the Peoples Life of Chicago. 
About $1,000,000 industrial business 
was involved in the deal and $500,000 
ordinary. The total policies affected 
are 7,000. The American Life will be 
liquidated. 


DR. CHALMERS GENERAL AGENT 


OF PENN MUTUAL AT BALTIMORE 








Retired Clergyman Successful Producer 
With Striking Personality Suc- 
ceeds Late Col. Markoe 





The Penn Mutual Life has appointed 
Dr. Andrew B. Chalmers as general 
agent at Baltimore, succeeding Col. 
Frank Markoe, deceased. Official an- 
nouncement of the change has been 
made and the selection is already com- 
mented upon as being an excellent one. 

The Company makes the following 
comment on the selection of Dr. 
Chalmers: 


Dr. Chalmers’ Personality 


“Dr. Chalmers represents the highest 
type of manhood. He has been highly 
educated, having taken several degrees 


in college and university here and 
abroad. For many years actively in- 
terested in the ministry, the learning of 
the schools has been broadened by in- 
structive contact with his fellows, and 
he is nOw a _ well-rounded, cultured 
gentleman in touch with the progress 
of the day and enthusiastic in any 
movement adopted to promote human 
welfare. 

“It was this concern for social ad- 
vancement that influenced him to sur- 
render a large salary and cast his lot 
with those who believe that the essence 
of religion lies in service to our fellows, 
of which the highest expression is to- 
day sound life insurance. Of a pleas- 
ing and vigorous personality, keen, dis- 
criminating, earnestly sympathetic, he 
is expected to be persOna grata to our 
large body of Maryland members and 
to add greatly to that membership. 

“His acquaintance with life insurance 
is as yet somewhat limited; but in his 
ability to secure a firm and compre- 
hensive grasp of any subject in which 
he is interested lies our confidence. Be- 
yond this, our representatives may 
have noted his splendid contribution to 
our business months before he took 
charge at Baltimore.” 


FELIX E. GUNTER RETIRES 

Announcement is made by the Penn 
Mutual] Life of the retirement from its 
service of Felix E. Gunter on October 
1. He has been elected managing vice- 
president of a National bank in Jack- 
son, Miss. The Company pays a high 
tribute to his ability in developing 
agencies and loses his services with 
regret. 





THE 


First Mutual 


‘Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914.$66,168,702.53 

Liabilities ........ 61,182,456.00 


+. -$ 4,986,246.53 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 

. A. BARBE Secre 

ILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 











The 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Has good for 
general agencies in desirable 
locations for experienced and 
successful men 


openings 


Liberal contracts offered 
Apply to Home Office 
Des Moines, lowa 








growth is not accidental. 


underwriter. 


cies, low cost, great financial strength, efficient service. 
sentatives are happy in their relations with the Home Office. 


Six Shining Months 


The representatives of this Company have thus far in 1914 written 
and placed more insurance than in any previous six months’ period. Each 
of the six months shows a gain over its predecessor in 1913. 
It comes from recognized worth—perfect poli- 


This vigorous 


And 


our repre- 


Occasionally we have a General Agency opening for a capable life 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Mass. 
Incorporated [83] 








SOUTHWESTERN 





Extracts from Report of Examination of 


LIFE INSURANCE CoO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 


managed, and 


Evidences are not lacking 
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Live Hints For Business Getters 








Practical Suggestions to Help the Man With the Rate 
His Income and General Efficiency. 


Book Increase 











Talk is cheap for many 
life insurance agents and 
so it does not supply 
them with ready-money 
with which to pay their 
bills. The “Colonial News” says in this 
connection: » 

“Did you ever stop to think how 
many men make their living by their 
tongue? The higher the grade of labor 
the more the tongue is used, In fact,most 
men have to put something out of the 
mouth before they can put anything 
into it. Lawyers, preachers, doctors 
and the great selling forces of the 
world are mostly dependent upon their 
tongues. 

“Consequently, talk is valuable. 
Without talk the factories of this coun- 
try would not turn a wheel, and com- 
merce would be as dead as a mummy. 
But mere talk does not make progress, 
everything depends upon the character 
and direction of the talk. Every word 
which proceeds from your mouth has 
a value. Accordingly, don’t waste any 
words on unprofitable topics or un- 
profitable persons. Get the full worth 
out of every syllable. 

“For instance, every word uttered in 
a grouch is a waste. Every word ot 
gossip is waste. Every knock is waste. 
You don’t draw pay for that kind otf 
speech. You are not getting the eco- 
nomic equivalent. A salesman and par- 
ticularly an insurance man, should be 
most careful not only in choosing his 
words but in choosing his audience. 
Agents get paid for what they say. 

“Talk is not cheap. Talk is very 
dear. It constitutes the chief asset ot 
most agents. Get the habit of talking 
to people from whom you can make 
money. Don’t waste your time in an 
idle gossip or in a grumbling confab.” 

a s s 
Building an agency along 

Build right lines is so important 

Agency that it is remarkable that 

Right this feature of development 

is not paid more attention 
to. The Company paper of the Missouri 
State Life shows how proper building 
affects its ultimate growth. It says: 

“Are you, agents, building your 
agency to take care of the growth that 
it will have if built right? The founda- 
tion of an agency is its agents. In order 
to have a good foundation, your agency 
must have good agents. Good agents 
do not necessarily mean men who have 
spent their lives in the field preaching 
the gospel of insurance, but may suc- 
cessfully be recruited from the other 
walks of life. 

“The school teacher with his educa- 
tion, desiring to get away from the in- 


Make Your 
Talk 
Count 


sufficient financial returns for his 
ability; the clerk, who waits on you 
at the store where you trade; his 


training and experience should splen- 
didly equip him for a successful agent, 
the long hours, close confinement and 
meager pay would be splendidly con- 
trasted by the freedom and splendid 
remuneration for his work. In fact, the 
above applies to all clerical occupations. 
There are thousands of good, clean-cut, 
ambitious men seeking an opportunity 
for advancement and filled with a de- 
sire to obtain the full monetary value 
of their ability. These are the men 
to be cultivated by you, and unknow- 
ingly these men are seeking you far 
harder than you ever sought them 
You should not overlook your oppor- 
tunity in this direction. 

“Among the most successful producers 
of every life insurance company you 
will find professional men who were 
very successful in their original chosen 
vocation, but who have joined the ranks 
of the life producers, having heeded 


the call to the newer and higher pro- 
fession with its unlimited possibilities. 
These men 
future.” 


have builded for the 


—— 


“The Northwestern National 

Mean Agent” says: “Men of 

Men of means will sometimes con- 

Means tend that they have no need 

of life insurance. They do 
not seem to realize that there is less 
excuse for them not putting a portion 
of their estate in this, the safest of all 
assets, than for the poorer man. A man 
who is paying off a mortgage on his 
home should, of course, carry life in- 
surance, but his argument of limited 
means precluding his affording life in- 
surance, is better than the argument 
of a well-to-do man that he does not 
need life insurance. 

These well-to-do-men deceive them- 
selves by thinking that their estate 
will continue as though they were still 
alive. They fail to appreciate the 
large number of wills that are broken, 
estates that are tied up in legal compli- 
cations, or are dissipated through ig- 
norance, inexperience, or dishonesty. 
An estate valued at $50,000 or $100,000 
has a very different earning value or 
stability from the same property before 
the death of the man whose ability and 
experience has built it up. 

* * ” 
The following tale, relatin, 

Vacation the energy of one of the 

Work officers of the Home Office 

Paid Agency Club of the Pitts- 

burgh Life and ‘Trust 

shows how untiring effcrt is sure to 

land business. This is how “Club 
Topics” tells the story: 

“One of the officers of the Club, 
whose name is not mentioned on ac- 
count of modesty, took a two-weeks’ 
vacation trip recently, and, mot ex- 
pecting to solicit any business, neglect- 
ed to take an adequate supply of ap- 
rlications with him. Having three ap- 
plication blanks in his pocket and 
there being but a day or so left before 
his return to Pittsburgh, he left 
Chautauqua for Westfield, N. Y., where 
he succeeded in writing two cases on 
the first interview. 

“Taking the two completed apps. and 
the other blank to North East, Pa., he 
secured the application of the super- 
intendent of a large factory there on the 
first interview for $2,000. Going into the 
outer office and showing the three ap- 
plications to the office manager he su¢- 
ceeded in persuading him he shou! 
have $2,000, but as he had no blanx 
app. sent him to the doctor for ex- 
amination and on his return mailed 
the doctor a blank filled out, for the 
applicant’s signature. He believes h2 
can raise this amount to $5,000, and if 
so the trip will net him $10,000 of busi- 
ness.” 

= * a 
A live agent. must always 

Leads be looking about for new 

for ways of coming into con- 

Business tact with prospects. “Agency 

Items” of the Equitable 
says: “When you see a policyholder 
talking to a man not familiar to you 
make a note of the occurrence and when 
you next see that policyholder, ask him 
to whom he was speaking on a certain 
date in a certain place. As a rule he 
will remember the occurrence and a 
new rospect may then be added to 
your list. The daily papers furnish ex- 
cellent leads for new business. There 
is hardly a city of any importance that 
does not receive a fair quota of new 
men every year and their advent is 
usually recorded in the business news 
of the day. The daily pavers are al- 
ways glad to give space to any new en- 
terprise, whether industrial, commercial 
or manufacturing, as a rule printing 
the names of the directors or the officers 
of the company as well as the incor- 
porators. Men are constantly being 
promoted to better positions, and as a 
rule the daily press gives mention of 
these promotions. The papers also 


make mention of the new agencies of 
various kinds, such as automobile 
agencies, motion picture agencies, to 
say nothing of the numerous contracting 
jobs that are constantly on the increase. 
These all furnish good prospects.” 

* oe * 


Direct personal effort is 


Personal what makes a life insur- 
Work ance salesman valuable to 
Counts himself and to his com- 


pany. The Toledo Life’s 
“Oak Leaves” says in this connection: 

“All beginners in life insurance 
should understand that it is direct per- 
sonal effort that brings results. The 
life insurance salesman would have an 
easy time, indeed, if all he had to do 
was to supply a demand, and if people 
were looking for the goods he had to 
sell. 

“As a matter of fact, the life insur- 
ance salesman must first create the de- 
mand and afterward supply it. The 
greater part of his work, and the most 
difficult part, is in making people realize 
the value of insurance, the importance 
of it, and their own need and depend- 
ence on it. This work can only be 
dene in a direct and personal way. Cir- 
cularizing and advertising plans of 
various kinds have little merit. 

“One of the mistakes too often made 
by the novice in the business is to 
write insurance through writing letters 
and through the distribution of litera- 
ture, etc. Sooner or later, the field man 
learns that to be a success he must give 
himself to persistent, consistent, pa- 
tient, personal work. Ail schemes, de- 





vices and short cuts will be found dis- 
appointing. It is application that gets 
applications.” 

* - * 


An unique idea as to deciding 
on individual worth as a 
measure of life insurance, is 
given by “The Prudential 
Weekly Record” which says: 

“Suppose you jumped off a trolley- 
car while going home to-night, ran be- 
hind it and into another car, running 
ia the opposite direction, and were 
killed. If you had anticipated such an 
accident, what amount would you have 
told your wife to sue for in case it 
happened? Your suggestion to her would 
have been, of course, the financial esti- 
mate you placed upon your own life— 
your worth to her and the youngsters. 
You would have been ashamed all day 
if you kept remembering that you had 
told her to sue for only $1,000 or $2,000 
or, maybe, $5,000. Certainly you would, 
and you should be ashamed. You would 
at least want her to sue for an amount 
that would net her as an income the 
amount you are now taking home every 
Saturday night, and you believe even 
that’s only half what you are worth, 
don’t you? Well, figure up what you 
make a year and determine what 
amount that is the income on. Then 
ask yourself how certain life is and 
how much insurance you carry to get 
your wife and kids even one-tenth the 
income you are now making. They 
should have this one-tenth, anyhow, 
shouldn’t they? Why not see that they 
are assured of it?” 
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Worth 
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\ The Texas Life Insurance Company 
S| OF WACO, TEXAS 


Is the pioneer life insurance company of 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 


the Southwest 











Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘ oldest company in America’”’ 
mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President | 
| 34 NASSAU STREET, NEW YORK, N. Y. | 











“The Company of the South” 





his section. 


are liberal and easily sold. 


contracts to right parties. 





Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 


Some excellent territory open for high-class personal producers, Attractiv 
Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 
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POLICY. LOANS DEMANDED 


BUSINESS CONDITIONS AT FAULT 








One Big Company Said to be Loaning 
$500,000 Daily—Policyholders Out 
of Work Need Money 





The unsatisfactory conditions pre- 
vailing in the business world are al- 
ready reflected in the greater demand 
for policy loans. One of the big life 
insurance companies is reported now 
to be loaning to policyholders at the 
rate of half a million a day. There are 
many persons out of work, due to in- 
dustrial conditions brought on by the 
European war or from other causes 
out of their control. 

Many persons who are not thrown 
out of their positions entirely have had 
to submit to niaterial reductions in 
their salaries, sometimes of fifty per 
cent. and very frequently, 25 per cent. 
It is natural for these to turn to the 
life insurance companies and if a loan 
value of several hundred dollars may 
be secured in this way, it is the easiest 
way that the worried policyho'ter may 
find to protect himself*and his family 
until something turns up. 

General Ayents Note Trend. 

General agents have noticed this 
trend and say thar they have found 
a largely increased demand for loans. 
It is not believed either that the money 
which is borrowed on policies, is spent 
on speculation this time. It was 
claimed to have been spent ir this 
way at the time of the panic of 1907, 
but those who oughi to know, say that 
they believe the loan value in policies 
is being sought at this time for more 
legitimate purposes than have been 
the case for some years. 

How to check the loan evil is a mat- 
ter which has been wrestled with for 
years by life insutance officials, but it 
seems impossible to take back benefits 
once given, particularly when compet- 
itors will not agrec to any curtailment, 

A suggestion made a few days ago 
by a life insurance agent was as fol- 
lows: “Offer a cheaper priced policy 
provided the loan feature is elimirated 
and you will se? what will happem It 
will be worth something to the com- 
panies to be rid of this feature which 
at times when there is no market, com- 
pels companies to sacrifice securities 
simply to make numerous smail five 
or six per cent, loans. 

“Let the companies sell contracts 
they have at present with the loan 
values and for the same money. It 
strikes me that this plan would work. 


As an agent I realize that the policy - 


loan proposition has many disadvan- 
tages as well as scme useful features. 

“Now take the case of the widow 
whose husband dies suddenly anid she 
finds that his ten thousand life insur- 
ance policy has been borrowed on to 
the extent of several hundred dollars. 
She is shocked as she cannot recall 
how the poor :nan could have possibly 
spent the money without her know- 
ing about it. As a matter of fact the 
husband may have had a business re- 
verse which he did not care to tell her 
about, 

Changed Beneficiary 

“When the policy had been taken 
out he had reserved the right to change 
the beneficiary and he had accordingly 
done this and had the insurance made 
payable to his estate. When he want- 
ed to borrow the money he therefore 
had no trouble to do so. That was all 
and it is done hundreds of times year- 
ly. Of course it was the policy loan 
system and not the husband who was 
to blame! 

“Another development of the straight- 
ened financial situation as it affects 
life insurance is the large amount of 
paper which agents find they have to 
accept to pay for insurance written. It is 
hard to say that this tendency has every- 
where been more noticeable during the 
past few weeks, but general agencies 
state that this year it has been neces- 
sary to take more notes for the pay- 
ment of premiums than they like to. 
The demand ‘or cheaper priced poll- 
cies is naturally to be expected under 
such conditions.” 


PRUDENTIAL MEN IN CHICAGO 





tndustrial Department Field Men 225 
Strong Hold Two Days’ Sessions 
at Congress Hotel 





A business conference of about 225 
industrial superintendents, agency or- 
ganizers, assistant superintendents and 
agents of The Prudential Insuranc2 
Company, was held at the Congress 
Hotel, Chicago, on Friday and Satur- 
Gay, September 24 and 25. Those pres- 
ent came from all sections of the mid- 
dle west and took a keen and lively 
interest in what transpired. 

Similar conferences are being held 
by The Prudential this week in San 
Francisco and Washington, D. C., the 
former for its far western men and 
the latter for its representatives of 
the central and eastern divisions. 


Rally Chicago Staff 

In addition to the Chicago confer- 
ence there was, also, a rally meeting 
of the Chicago staff comprising about 
500 members, at the Masonic ‘i'emple 
Building. All the other gatherings 
were at the Congress Hotel, where the 
delegates stopped during their thre2 
cays stay. 

At Washington the delegates, num- 
pering about 450, will be quartered at 
The Raleigh, and in San Francisco at 
The San Francis. 

Those who were present in Chicago 
‘rom the home office of The Prudential 
and who, with a very few exceptions 
will be in Washington this week, were 
Third Vice-President Edward Gray, 
Fourth Vice-President and General 
Solicitor Edward D. Duffield, Secretary 
Willard I. Hamilton, Cashier Frederic 
A. Boyle, Assistant Secretary George 
W. Munsick, Supervisors Edwin ¥*. 
Kulp, William J. Graff, Fred W. Tasney, 
J. Albert Sanford and Harvey Thomas, 
Joseph Atkinson, editor of ‘the Pru- 
dential Weekly Record, Division Man 
egers Benjamin L. Worthington, H. 
Rhodes Feder, Edward C. Ehni, Henry 
B. Sutphen, James G. Parkinson and 
Evander J. McIver and Henry F. Hoey, 
executive stenographer. Mr. Munsick 
end Mr. Kulp will be in charge as home 
office representatives at the San Fran- 
cisco conference. 





INAUGURAL MEETING SATURDAY 





Pittsburgh Life Underwriters Entertain 
National Officers—Hugh M. Willet 
Will Speak at Dinner 





The inaugural meeting and dinner of 
the Pittsburgh Life Underwriters As- 
sociation will be held at the Fort Pitt 
Hotel, Saturday evening, October 3, at 
which time, the newly elected president 
of the National Association of Life Un 
derwriters, Hugh M. Willet of Atlanta 
will be present as will other National 
officers and committeemen. The follow- 
ing committee has been appointed to 
handle the arrangements: WwW. Mz. 
Furey, chairman; J. C. Biggert, Chaun- 
cey O’Neil, R. H. Frantz and Robert 
L. Wickline. Mr. Wickline is directoz 
of agents for the Pittsburgh Life and 
Trust. 





LAPSED POLICY BUT GOT $10 

Six years ago a young man appliea 
for insurance in the Mutual Life and 
a policy was issued for $1,000. He 
lapsed his policy at the end of the 
first year when he was entitled to a 
cash dividend of $3.51. He did not call 
for the money so when he died the 
Mutual sent a $10 check to his family 
in settlement of the paid-up insuranc2 
to which the cash dividend had been 
automatically converted. The Mutual 
Life is the only American company 
which apportions its annual dividends 
originally as paid-up additions to the 
policy, 





LEADERS IN CASES PAID FOR 

S. M. Snell of Minneapolis, leads the 
Equitable Life’s field forces in number 
of cases paid for in August, with 28 to 
his credit, and stands fourth in this re- 
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Texas has more than four million people, made up of 


population and the best selections from other 


states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 


n a hundred thousand suitable subjects in the 


State are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
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The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 
Business received first eight months, 1913, over Eight Million 


We want a capable general agent for vacant office. 





spect for the first eight months of the 
year. A. Hollander, New York, leads 
in number of ‘cases paid for during the 


first eight months, J. E. Welsh of Man- 
kato, standing second, and S. B. Rote 
of Pittsburgh, third. 
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COLLECTING BALANCES 





All of the fire insurance company 
officials tell the same story regarding 
the difficulty had in collecting agency 
balances, a condition that borders on 
the serious. Undoubtedly the compan- 
ies because of freedom allowed agents 
in making collections in the past, are 
themselves largely to blame for the 
unfortunate situation that now obtains. 
Granting such to be the case, however, 
does not alter the responsibility of the 
agents in the matter, and the latter 
should redouble their energies to close 
all accounts now open, and send on 
the remittances to the companies. 





CONSTRUCTIVE EDUCATION 


Whatever virtue there may be in the 
Horner plan of education and conser- 
vation should be tried out. If there 
is anything which will make life insur- 
ance policies sell easier or pave the 
way for the agent or even break down 
a little the prejudice against the busi- 
ness among certain classes of people, 
that plan is well worth experimenting 
with. 


As Mr. Horner truly remarked this 
week when addressing the local life un- 
derwriters, his scheme of education 
does not mean doing press agent work 
for the advertising agencies. It was 
t> get away from any such false idea 
of the scope of the committee that the 
word “publicity” was stricken from the 
title. 

That there is so much misunderstand- 
ing of the scope of the plan which has 
been commented upon frequently in the 
past two years in every insurance paper 
of importance, in the United States, 
shows that the average life insurance 
agent is so much centered in his work 
that he knows little of new plans. It also 
proves what many managers have 
claimed all along that their agents did 
not even read the company bulletins 
which were designed to inform them 
as to new features of their company’s 
practice. 

Now that the New York Association 
has tardily endorsed the Horner project 
which has already received the approval 
of over 50 locals in various sections of 
the country, it is to be hoped that 
through the newly appointed commit- 
tee, results will be accomplished 
toward raising a fund worth while. 


INSURANCE MEN IN PUBLIC LIFE 

No one who attended the sessions of 
the National Association of Casualty 
and Surety Agents, which held its sec- 
ond annual convention at White Sulphur 
Springs, W. Va., last week, could help 
but be struck by the fact that a sweep- 
ing attack is being made throughout 
the country on the insurance business, 
which has resulted in some quarters in 
completely nullifying the life-time work 
of some agents, thus leaving them in 
the position of men without a livelihood. 
As each individual assault is made on 
an underwriting stronghold the fact is 
noted by the insurance press and by 
the insurance men directly affected. 
But it takes a convention, drawing men 
from al! parts of the country, each 
comparing notes, to see just how na- 
tional is the legislative movement 
crippling insurance activities and Mmak- 
ing it difficult and unprofitable to fur- 
nish indemnity protecting the public. 
Wade Fetzer, the unusually clear 
sighted chairman of the executive com- 
mittee of the agents’ association, effec- 
tively summed up the situation in a 
number of States, presenting distress- 
ful picture of events which must com- 
mand the attention of every under- 
writer and producer. 

In view of the fact that their live- 
lihood is threatened it is only natural 
that the agents should want to band to- 
gether to protect themselves against 
such an assault. It is also not surpris- 
ing that one group of insurance men 
should feel bitter enough about the 
situation to talk, without restraint or 
judgment, of vengeance on those who 
so lightly regard insurance interests. 
In this attitude there is considerable 
danger. Insurance men cannot enter 
the political arena merely as insurance 
men. They cannot wage a personal 
fight against any demagogue or collec- 
tion of political harpies. Nothing would 
more surely defeat their aims than to 
have the impression prevail that insur- 
ance men as insurance men are in 
a@ political campaign. As one philoso- 
pher has pointed out, for every man 
selling insurance there are one hundred 
who buy it. These are too great odds 
to overcome. 

What the associations of insurance 
men can do and should do is to take 
the public into their confidence when 
the insurance interests are unjustly 
jeopardized and tell their story as tem- 
perately, as logically and as earnestly 
as possible. In the long run the public 
is fair, and will not sit by supinely and 
see the insurance structure toppled 
over in order that some statesman may 
make a holiday. The function of the 
associations should be to keep in touch 
with every agitation threatening the 


companies and agents and then make 
an educational] fight in the open, relying 
on the justness of their cause to 
triumph in the end. 





ONE EFFECT OF COMPENSATION 

An interesting situation has developed 
in Connecticut wherein farmers have 
stopped employing “hoboes” for farm 
hands because of possible claims under 
the workmen’s compensation law. 


BACK FROM OHIO 

Richard Deming, vice-president ot 
the American Surety Company, who 
went to Ohio following the conven- 
tion of the casualty agents in White 
Sulphur Springs which he attended, re- 
turned to New York on Wednesday ot 
this week, 











The Human Side of Insurance 








E. A. WOODS (on left), and 
HON. L. Y. SHERMAN 


Senator Lawrence Y. Sherman, of 
Illinois, who looks like a clean-shaven 


Abraham Lincoln, and Edward A. 
Woods, of Pittsburgh, who looks like 
one of the livest wires in the life in- 
surance field—which he is—stopped talk- 
ing against taxation long enough at 
the recent life underwriters conven- 
tion in Cincinnati, to pose for the photo- 
graph which is published above. Sen- 
ator Sherman’s views on taxation are 
so broad-gauged and just that they have 
won for this engaging statesman 4 
warm place in the hearts of all life 
insurance men. 
oa * a 


President James W. Stevens, of the 
Illinois Life, secured his early business 
training as a salesman. Starting as a 
clerk in a country store he grew into the 
proprietorship of the largest and most 


successful mercantile establishment in 
McDonough County, and he _ early 
learned that the success of a merchan- 
dise house depends primarily upon the 
loyalty and the enthusiasm of the sales 
force—the prerequisites to which con- 
dition being fair treatment and fair 
pay. By his direction agency contracts 
of the Illinois Life were so devised that 
starting all men on a fair and equal 
basis superior efficiency would receive 
a superior reward. His sympathies are 
and always have been with the man on 
the firing line, and if at any time he 
has failed to preserve a proper balance 
between the interests of the policyhold- 
er, agent and stockholder, his error has 
been in favor of the agent. These facts 
were brought out in a recent address 
by Vice-President Stevens, his son, be- 
fore agents of the Illinois Life. 


Robert J. Mix, manager of the Pru- 
dential at 80 Vesey street, and the 
author of “Mix Mustard” and other 
spicy business matter, sailed on Satur- 
day for a well deserved rest abroad on 
the Minnewaska of the Atlantic Trans- 
port Line. He will spend the next few 
weeks in England and Scotland and 
expects to be back home for the winter 
campaign about November 1. 





S. J. Johnson’s Change 
S.J. Johnson, formerly with the First 
National of Washington, has been made 
manager of the Chicago office which 
has been opened by R. A. Corroon & 
Co., New York brokers. 





Charles Jerome ‘Edwards, genera! 
agent of the Equitable Life in New 
York and Brooklyn and one of the most 
successful of the Society’s producers in 
the country, has always found time 
in addition to managing a big agency 
to have some hobbies of a public char- 
acter. He is interested in aviation ana 
politics, which are among the outlets 
for his energy. His name appeared 
on the primary ballot voted on Monday 
a candidate for one of the delegates 
at-large to the forthcoming constitu- 
tional convention to be held in New 
York State. If Mr. Edwards secures 
election it is a safe bet that the inter- 
ests of the underwriters will be pro- 
tected. It is a good thing to have live 
insurance men interested in politics tor 
their general business knowledge is 
broader than that of the usual busi- 
ness man and they are more practical! 
than the average lawyer. 

—~. & @ 

James R. Garrett, the popular man- 
ager of the Eastern Department of the 
National Casualty of Detroit, at 100 
William Street, has left the ranks of 
the bachelors. On Saturday he was 
married to Miss Lillian Helene Caris- 
ton, who will be recalled by fire under- 
writers as the charming and efficient 
secretary for several years of Carl 
Sturhahn in New York city. The cere- 
mony was performed by Dr. Lacey, 
rector of the Church of the Redeemer, 
4th avenue and Pacific street, Brooklyn. 
After a short honeymoon Mr. and Mrs. 
Garrett will take up their residence 
at 1458 Dean street, Brooklyn. Mr. 
Garrett is considered one of the most 
enterprising of the younger generation 
of casualty underwriters in this city 
and as a member of Ballard & Garrett, 
for several years, enjoys a wide ac- 
quaintance. As Eastern manager for 
the National Casualty he is responsible 
for one of the most important fields 
of the Detroit Company’s business. 

7 - + 

Dr. C. H. Webster, of Binghampton, 
\N. Y., made a great record for the last 
$200,000 Club of the New York Life, 
writing $508,500 and thereby qualify- 
ing as one of the five vice-presidents- 
at-large. He has now issued a chal- 
lenge to any agent of the Company any- 
where to sell more insurance in the 
months of October and November, same 
to be paid for before January 1, than 
any other agent carrying a New York 
Life rate book. He says: “I do not 
know where I am going to get a dollar 
of business, but I have had a good 
vacation and I am going to work like 
a good fellow about the first of Oc- 
tober.” This should be some contest. 

7 + . 


Willard Done, the former Utah com- 
missioner who has made a most favor- 
able impression on insurance gatherings 
whenever he has appeared, and whose 
speech before the agents in White 
Sulphur Springs last week was su able 
that many thousands of copies will be 
distributed to the public, has been 
added to the staif of the National Board 
of Fire Underwriters as assistant gen- 
eral counsel. J. Henry Doyle, a brother 
of C. J. Doyle, assistant general coun- 
sel, is also on the National Board’s 
splendid staff of legal advisers. O. B. 
Ryon, of Chicago, is general counsel. 

s - . 

John Claflin, of the H. B. Claflin Com- 
pany, has turned over to his creditors 
assets valued at $10,000,000. They in- 
clude shares in eighteen insurance 
companies afd banks and a large num- 
ber of unencumbered parcels in real 
estate. Mr. Claflin has also offered his 
services to the creditors with or with- 
out compensation. He has acted all 
through the troubles arising from the 
Claflin failure in a manner character- 
izing the high personal integrity that 
won him the regard of the business 
world for so many years. 
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AS BALDWIN SEES RATE LAWS 


IMPRESSED BY WEST 





NOT MUCH 





Pennsylvania Commission Chairman 
Thinks Well of New York and 
New Jersey Statutes 





The Pennsylvania Joint Commission 
to Investigate Objects, Methods anid 
Practices of the Various Combination 
of Fire Insurance Companies, of which 
Richard J. Baldwin, of Media, Pa., 1s 
chairman, held a meeting in Atlantic 
City, a few days ago to go over the 
testimony that has been taken in many 
cities. This testimony now reaches 
5,000 pages, and not only covers every 
phase of fire insurance rate making 
but goes exhaustively into the details 
of the management of the various as- 
sociations supported by fire insurance 
men for the general good of the busi- 
ness. 

In the Philadelphia “Ledger” Chair- 
man Baldwin is quoted as follows: 

“Whatever may be wrong with the 
present law or with common practices 
due to lack of legislation, we have no 
fault to find with the attitude of the 
fire insurance companies toward this 
commission. They have acceded to 
every demand we have made, and ex- 
pressed willingness to acquiesce in any 
reasonable regulations that may be 
proposed to bring about uniform rates 
end fair play for the public. 

“The commission realizes that it has 
a big task to perform. We have gone 
into the subject as thoroughly as pos- 
sible, have visited the laboratories in 
Chicago, where fire prevention is being 
treated scientifically, and have studied 
the laws of many States, bearing upon 
the subject of rate regulation. One 
thing we have discovered is that the 
‘progressive’ States of which we read 
much have little to offer Pennsylvania 
in the way of improved legislation. 
Some of the ‘new’ laws Wisconsin has 


lately or is about to put into effect, 
have been upon Pennsylvania’s statute 
books for 50 years.” 

Comments on Ramsay Act 

Chairman Baldwin said the New 
Jersey law had been made a subject of 
study. Continuing he said: 

“We are far from certain that suc’) 
8 plan is the best that can be adopted 
for Pennsylvania, because that State 1s 
much larger than New Jersey witn 
vastly different conditions. The 
amount of work that would be im- 
posed upon the insurance department 
by such a system would be enormous, 
a fact to be seriously considered in 
view of the fact that the insurance 
department already employs upward of 
50 men. The New York plan has many 
advantages that will be carefully 
weighed.” 





TO RECOVER STOLEN AUTOS 

An organized campaign to recover 
Stolen automobiles for insurance com- 
panies insuring them is to be made by 
the Automobile Protective and Infor- 
mation Bureau of Chicago. 


It is sending out 40,000 notices to 
agents all over the West, asking them 
to call up their local garages and as- 
certain if they have any uncalled for 
cars on hand. Inclosed is a blank on 
which to return full description. This 
can be traced at headquarters. This 
Plan has already resulted in securing 
information of a number of cars which 
have been stolen in one place and 
abandoned sometimes hundreds of 
miles away. 





MUST FILE NEW YORK RATES 





New York Department Serves Notice 
on Non-Board Companies Which 
Have Not Done so 





The New York Insurance Department 
on Wednesday notified companies 
which have not yet filed rates in New 
York State, as requested in the cir- 
cular of the Department of last Feb- 
ruary, that they must do so at once, 
as the department believes it has 
waited long enough for the companies 
to arrange for filing the information. 
All companies compiled with the re- 
quest of the Department, with the ex- 
ception of twenty-three. Most of these, 
however, are mutuals. The most prom- 
inent of the stock companies is the 
Buffalo German, which claimed that 
its neglect to file to date has been 
through inadvertence. 

As a general proposition the rates 
filed by the non-board companies have 
been below those of the association 
companies, with the exception of un- 
protected business in which case they 
are higher. 

Local men are wondering what the 
attitude of the Insurance Departmenc 
will be with respect to the several 
prominent companies that are in both 
board and non-board agencies, thus 
collecting discriminatory rates in many 
instances? 





PHILADELPHIA ELEVATORS 





Rates Charged for Grain Stored at 
Various Quaker City 


Terminals 





When the Baltimore agents without 
consulting their companies reduced 
rates upon grain elevators some weeks 
ago, they justified their action by 
pointing to the tariffs imposed upon 
Philadelphia properties of like char- 
acter. 

The rates upon Philadelphia ele- 
vators are substantially as follows: 
Upon that located at 30th & Market 
streets, which is sprinkler equipped, 
$2.50; Elevator B, Girard Point, sprink- 
lered, $1.85; Elevator C, Washington 
avenue and Delaware river, $2; Port 
Richmond Elevator, 20th street and 
Penna avenue, $2.50; and the property 
located on Twenty-third street, $2. 

While the companies opposed the re- 
duction at Baltimore their particular 
complaint was over the wide-open 
form used by the agents. 





STUDYING DWELLING RISKS 





Eastern Union Committee Conferring 
With New England Exchange 
Representatives 





Rates upon dwelling risks in and 
about Boston was the chief topic con- 
sidered at a joint conference between 
a special committee of the Bastern 
Union and the executive Committee ot 
the New England Insurance Exchange 
at Boston yesterday. 

The need for a radical change in 
the method of classifying Boston sub- 


urban..gjusiness has long been recog- 
nig ni th easible plan for ac- 

in, urpose has not yet 
been ised. e joint committee is 
charged with the formation of such a 
plan, and it is taken for granted it 
will now be prepared, 

During the past week J. F. Hastings, 
assistant United States manager of 
the North British & Mercantile was 
substituted for C. J. Holman, assistant 
manager of the Commercial Union, as 
a member of the Eastern Union’s Com- 
mittee, Mr. Holman finding it impos- 
sible to serve. 

The new term rule recently agreed 
upon by the New England Insurance 
Exchange became effective on Tuesday. 











The Compensation Inspection Rating 
Bureau has made rates on cotton bat- 
ting manufacturing risks. 
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ANNEXES STUMBLING BLOCK 





Limitation of Agencies Bar to Furthe: 
Progress of Allegheny Board 
Agreement 





Within the week the revised draft 
of the proposed Allegheny County 
(Pa.) Board agreement was considered 
by the Pittsburgh agents, and by them 
referred back to the committee hav- 
ing the work specially in hand, to fur- 
ther revise it in accord with the now 
famous court decree. 

It is understood that the chief 
obstacle to the complete acceptance 
of the agreement by companies is its 
strict limitation of agency represen- 
tation, each office being allowed but 
eight representatives in the county. 
Offices maintaining underwriters agen- 
cies insist that such organizations be 
treated as separate entities, with all the 
privileges resulting therefrom. This 
position is assailed by other companies 
who refuse to join the movement if 
any discrimination be shown. Thus 
far the time the reform movement 
in Pittsburgh is deadlocked, just as 1s 
that at Philadelphia. 





LOCAL AGENTS ANXIOUS 





Hope for Early Launching of Asso- 
ciation to Supervise District 
of Columbia 

Washington, Sept. 30.—Local agents 
of this city are anxiously waiting the 
launching of the new association for 
the District of Columbia, which, it is 
understood, has been virtually formed. 
The new organization is to have a com- 
pany membership, such es has Phila- 
delphia, and this would be wholly 
agreeable to the local men, who frank- 
lv confess that mutual jealousies 
among the agents would be a bar to 
‘nat harmoneous action so essential to 
co-operative success. 

Eight years have now elapsed since 
the old Washington Association dis- 
solved, and the period has been a try- 
ing and most expensive one to the 
local men, not a few of whom have 


been forced into other avenues of effort 
in order to make a decent living. 





TAX BILL PASSES HOUSE 





Fire Underwriters Hope for Considera- 
tion of Their Arguments by 
the Senate 

Totally disregarding the arguments 
advanced by counsel for a modification 
of the tax revenue bill proposed by 
the Ways and Means Committee of the 
House, in so far as it applied to the 
fire insurance companies, the measure 
passed the lower branch of Congress 
some days ago, and is now before the 
Senate, where it is expected the in- 
surance interests wilk be given some 
consideration. 

The present measure re-enacts with- 
out change of any kind the law of 1898. 
Underwriters are not opposed to the 
tax of one-half of one per cent. upon 
the premium income which the meas- 
ure calls for, but they are decidedly 
adverse to paying a second time upon 
all reinsurances, and they also demand 
a rebate for cancelled and for not- 
taken policies, which figure largely in 
a company’s yearly transactions. In- 
stead of companies paying a half-per 
cent. tax as the statute provided, not 
a few offices during the Spanish-Amer- 
ican war period contributed from seven- 
of their premium account in this direc- 
tion. 





NO WAR RATE PACT 
Companies writing war risks have 
been unable to arrive at any agree- 
ment regarding rates, and they con- 
tinue to write at variable ngures There 
has been an agreement, providing 
against competition on open policies. 





PICTURE STUDIO LINES 
One of the largest line writers 1D 
the country is writing ultra conserv4- 
tively on moving picture studios, be- 
cause of the bad experience companies 
have had with this class. 
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OPEN RATES AFFECT LOSSES 


FIRE WASTE IS INCREASED 





Comments of Commissioner Nesbit in 
Relation of Rate Competition 
to Hazard 





Taking as his topic the relation be- 
tween fire insurance and the preven- 
tion of fire waste, Superintendent of 
Insurance, C. F. Nesbit, of the District 
of Columbia, expressed these theories 
in the talk he made at Asheville be- 
fore the insurance commissioners: 

“We still find individuals who be- 
lieve competition as to rates a work- 
able theory. This idea is stronger 
with the general public than men who 
are familiar with insurance history are 
apt to think. 

“This theory, however, has died like 
all other false theories. It has been 
stabbed to death by the facts. This 
decision of the Supreme Court in af- 
firming the validity of a State law, giv- 
ing the Superintendent of Insurance 
the right to fix and regulate rates for 
fire insurance, is one of the most far 
reaching decisions handed down in re- 
cent years. It marks the legal aban- 
donment of the idea that competition 
will fix rates. It marks the era when 
public rate making replaced private rate 
making, when scientific and just rate 
making replaced competitive rating 
with a large element of gamble. 


What Competition Means 


“When the competition between com- 
panies, and between agents for busi- 
ness enabled men to effect insurance 
on almost any kind of a risk, and when 
the rates were determined not by the 
quality of the hazard so much as by 
the competitive desire to secure busi- 
ness, we can readily understand that 
the criminal fire waste of this country 
was directly stimulated by such con- 
ditions. 

“The present agency system in so 
far as its method of compensating 
agents by a fixed commission on all 
business written, is a relic of this com- 
petitive era. 


“This system is responsible, more 
than any other one thing, for having 
cheapened in public opinion the fire 
insurance business. This system tends 
to rob the agent of any incentive to be- 
come an underwriter, or to understand 
principles governing business. The 
agent’s sole purpose tends to become 
that of getting a big volume of pre- 
miums and he must be a man of ex- 
ceptional character who refuses 
hazardous risks from a physical stand- 
point, or even more hazardous risks 
from a moral standpoint when his self 
denial in the companies’ interest has 
not only no reward, but rather finan- 
cial punishment and loss. It is to the 
credit of the great body of agents that 
in spite of this system, they maintain 
so high a character of business dealings. 
The fire insurance business will never 
be of the importance in assisting in 
the reduction of fire waste until the 
agent is made an underwriter, and 
until his reward or compensation bears 
a direct ratio to his success as an 
underwriter rather than simply to his 
ability to secure the volume of pre- 
miums. 


False Education of Public 


“The competitive era resulted in a 
false education of the public, which 
scientific schedule rating is already do- 
ing much to correct. The insurance 
departments occupy a position between 
the companies on one hand and the 
public on the other, and they are 
charged with a peculiar responsibility 
during these first years of recognized 
public rate making.” 





Thomas L. Farquhar, secretary of the 
Newark Fire Insurance Company, will 
in future be in charge of both the 


Southern and Eastern departments of 
the Company. 


FIRE COMMISSIONS DISCRIMINATE 





Views of Alvin E, Hebert, Insurance 
Commissioner of Louisiana— 
His Conclusions 





Alvin E. Hebert, Insurance Commis- 
sioner of Louisiana, in discussing the 
“Acquisition Cost of Fire Insurance,” 
believes that the present grades ot 
commission are discriminatory. Hls 
views in part on this interesting sub- 
ject follow: 

“The statistics gathered from the 
New York Department show the writ- 
ing expense ratio upon reported pre- 
miums to be 22.05 per cent. 1 dare say 
that these figures can be accepted as 
universal throughout the United States 
or at least as the minimum. 

“They result in a large measure 
from the commissions now paid by fire 
insurance companies which range as 
follows: me 

1. Special hazards, commonly 
known as less desirable 
manufacturing risks ... 15% 

2. Ordinary mercantile risks 2u% 

3. So-cailed preferred (house- 
hold, furniture, church, 
school, etc.) risks . 25% 

“It is natural to conclude that this 
graduation is nothing more nor less 
than a discrimination. With reference 
to the 15 per cent. commission item, 
in view of the high cost of living | 
am not prepared to say to the stock- 
holders and directors that they should 
muzzle ‘the ox that treads the grain.’ 

“But I do say with reference to the 
20 per cent. and the 25 per cent. classes 
that these are unjust and unwise dls- 
crimination, and open a flagrant vio- 
lation of individual rights, and that it 
will not be long before an outraged 
public rising in its might will cause 
imsurance companies to learn in tne 
bitter school of experience that in the 
preservation of that quasi-public trust 
imposed upon them and that free- 
dom which they enjoy, that Eternal 
Vigilance is the price of liberty. 

“In conclusion I may add that the 
Louisiana Insurance Department fig- 
ures show the average premium charge 
per hundred dollars of risks written 
in Louisiana during the year ending 
December 31, 1913, on $4,566,785.24 
amounted to $1.33 as against $1.49 for 
the previous year, or @ saving of sIx- 
teen cents per one hundred to the in- 
suring public.” 





SOUTHERN VETERAN RETIRES 





E. S. Gay Leaves Fire Insurance Busi- 
ness After Long Connection 
Therewith 





After forty-five years connection with 
the fire insurance business Captain Ed- 
ward S. Gay, of Atlanta, Ga., has an- 
ncunced his retirement therefrom. 

As manager of the Southern depart- 
ment of the Insurance Company otf 
North America and of the Philadelphia 
Underwriters, he will be succeeded on 
November 1 by Dan B. Harris, at pres- 
ent Southern manager for severa! prom- 
inent home and foreign companies. 

The offices supervised by Mr. Harris 
have not yet announced their future 
plans for the Southern territory, but 
will doubtless do so very shortly. 

Captain Gay had long been one otf 
the notable figures in Southern fire 
underwriting circles and had a fore- 
most part in the discussion of all ques- 
ticns affecting the field. 

A man of broad culture, he was, in 
his prime, a clear incisive and con- 
vincing speaker, and was constantly 
honored by his associates with election 
to posts of responsibility in the govern- 
ing organization—the South WHastern 
Underwriters Association. 

Mr. Harris is likewise a leader in 
the South, and prior to his appointment 
as an active department manager, was 
secretary of the South Eastern Under- 
writers Association. 





October 9 is Fire Prevention Day in 
Arkansas, Louisiana and Oklahoma. 





General Agents 


LOGUE BROTHERS & Co. 
3 7 FCURTH AVE., PITTSBURGH, PA. 


REPRESENTING THE 


MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 

VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 


for Pennsylvania 








sylvania, Ohio, Illinois, Kentuck 


F OR SA L. E—Fire Insurance Maps of Tennessee, Penn- 


For information, address 


Western & Atlantic Fire Insurance Company 
NASHVILLE, TENNESSEE 


y and Louisiana at bargain prices. 








FIRE ASSOCIATION 


Organized 1817 Incorporated 1820 
Cash Capital $750,000 
E. C. IRWIN, Froeident 7. 


Office: Company’s Building, 407-409 Walnut St. 


. H, CONDERMAN, Vice- 
'@. GARRIGUES, Sec. and Treas” Vee teetdent 
R. N. KELLY, Jr., Asst. Sec. and Treas. 


OF 
PHILADELPHIA F 





Charter Perpetual 
Assets $9,091,141 


1817 








“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85,000,000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 
55 John Street 


NEW YORK CITY 


WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 


UNITED STATES BRANCH 
‘anuary 1, 191 
Assets ....... , qunceeanes a my 3 
SEA BB. Ge Gn cccccsvcccccvces 1,053, 4 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 

















DETROIT, 


Authorized Capital $500,000 


Drtroit National Hire 
Iusurance Cn. 


A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 


MICHIGAN 








1914 


1831 











THE Potomac INSURANCE ComPANY 


OF THE DISTRICT OF COLUMBIA 
Pennsylvania, West Virginia, Ohio 


Address HOME OFFICE - - 


(FIRE) 


Agents Wanted in 


and Illinois 
WASHINGTON, D. C. 




















INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, 


United States Branch 
92 William Street, New York 


ENGLAND 


RICHARD D. HARVEY 
United States Manager 


Bo ome 


ad ote om oO 
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| New Jersey Notes 





NEW JERSEY AGENTS MEETING 


PRAISE FOR THE RAMSAY LAW 








Locals am it Benefits Public—Speeches 
by H. H. Putnam and 
Atlee Brown 





The semi-annual meeting of the New 
Jersey Association of Fire Underwrit- 
ers was held in Atlantic City last week. 
H. H. Putnam, secretary of the Na- 
tional Association of Insurance, Agents, 
left the convention of casualty agents 
at White Sulphur Springs in order to 
attend. He made a speech. Another 
address was made by Atlee Brown. 

The main topic of discussion and 
the general feeling was the admirable 
success of the Ramsay law. It was 
a matter of congratulation to all pres- 
ent that things were working along so 
nicely. 

Seventy-five Agents Attend 

There were seventy-five agents from 
all parts of the State present, and 4 
juncheon was served at the Hotel Den- 
nis. True to traditions of this associa- 
tion the meeting was not a very long 
cne, the agents being able to leave 
at 2:30 o’clock. 

In reports made on the operation 
of the Ramsay act it was brought out 
that greatly benefitted by this meas- 
ure is the public. It developed, for 
instance, that all the school houses 
in New Jersey have been re-rated at 
the request of the State Board of Edu- 
cation, which has written a letter to 
every local board of education in New 
Jersey, advising of the revision of 
rates and suggesting that policies be 
revised in accordance with the new 
rates. 

At his own expense Atlee Brown has 
devised an ideal water system and tire 
department for Montclair, N. J. It 1s 
estimated that if the work had been 
done by professional engineers it would 
have cost the city about $2,500 for the 
plans. 

Other points were brought out at 
the meeting showing what the rating 
office is doing in the interest of the 
State as a whole. 

Mr. Putnam’s Talk 

In his talk Mr. Putnam told of the 
significance to all agents of the recent 
retional convention of fire agents 1n 
Minneapolis, especially with the sub- 
ject of agency qualification laws. After 
leaving the convention Mr. Putnam 
said: 

“The New Jersey association shows 
continued growth and vigor and plans 
ere on foot to push the organization 
further so a good increase in member- 
ship can be reported at the annual 
meeting in January.” 





WANT PART OF TAX MONEY 





N. J. Firemen’s Association Would Par- 
ticipate With Exempt Firemen in 
Revenue Which Companies Pay 





The New Jersey Firemen’s Associa- 
tion held a meeting in Atlantic City a 
few days ago. One feature of the meet- 
ing is described in a New Jersey daily 
paper as follows: 

A charge that the convention of 
the New Jersey Firemen’s Associa- 
tion is a junket on which is ex- 
pended $11,500 that might be de- 
voted to more worthy purposes 
raised a storm of indignation at a 
convention session here yesterday, 
when it was made by forces friendly 
to the State Exempt Firemen’s 
Association. 

The exempts are fighting for a 
division of New Jersey Firemen’s 
Association’s surplus of $1,500,000 
and the right of participation in the 
revenue derived from the two per- 
cent. tax on premiums now paid by 
all insurance companies foreign to 
New Jersey which are operating in 

the State. The money is disbursed 


for the relief of firemen injured in 
performing their duty and the 
widows and children of those killed. 

A movement is on foot to have 
the administration of this fund 
vested in the State Department of 
Banking and Insurance. When 
President E. Bird Spencer of Passaic 
told of the defeat at Trenton of 
efforts to divide the fund, the meet- 
ing grew mildly enthusiastic. Presi- 
dent Spencer gave an outline of the 
cost of administration of the fund 
and challenged any one to show a 
business of such proportions as 
economically managed. But $7,198 
was paid out in salaries. 

Secretary William Exall of New- 
ark, in resenting the charge of the 
exempts’ association, of which 
there are seventy-five branches in 
the State made the point that 263 
of the 276 branches of the New 
Jersey Firemen’s Association are 
composed of volunteers, who re- 
ceive little or no pay and are com- 
pelled to buy their own outfits. 





PRESENTATIONS IN NEWARK 





Gold Watch for Captain Martin, Salvage 
Corps, and Cuff Buttons for 
James Elkins 


The Underwriters Protective Associa- 
tion of Newark (the salvage corps) is 
thirty-five years old. The event was 
celebrated this week at a little dinner 
party at which Thomas C. Moffatt, 
chairman of the executive committee of 
the association, presented Captain 
Henry S. Martin with a suitably in- 
scribed gold watch; and James Elkins 
with a pair of diamond studded gold 
cuff buttons. 

Captain Martin has been with the 
corps since it organized and his splen- 
did work has won the appreciation of 
all underwriters. Mr. Elkins, who 
joined the corps twenty-nine years ago, 
retires. In addition to a number of 
insurance agents, including Charles 
Dodd, secretary of the Underwriters’ 
Protective Association of Newark, the 
dinner was attended by James Benedict 
and Charles Ashley, both veterans of 
the Newark Salvage corps. Mr. Bene- 
dict is now with Atlee Brown’s Office; 
and Mr. Ashley is with the Newark 
Fire Insurance Company. 





FARQUHAR IN NEW ENGLAND. 

Thomas I. Farquhar, secretary of the 
Newark Fire Insurance Company, is 
spending two weeks in the New Eng- 
land territory. 





COLLINSON BACK FROM SOUTH 

D. H. Collinson, special agent of 
the North British & Mercantile, has re- 
turned from Savannah, where he spent 
his vacation. He went South by boat. 





A representative of Davis & Son, 
San Francisco, was a caller upon New- 
ark insurance companies this week. 


CLEVELAND NATIONAL PLANS 





Makes Several Appointments in New 
Jersey, Including Terrill & Word- 
ley Co., Newark 





The Terrill & Wordley Co., has been 
appointed agent of the Cleveland Na- 
tional in Newark. Several other ap- 
pointments have been made by Morris 
F. Studenmund, special agent of the 
Company, who makes his headquarters 
in Philadelphia. The Cleveland Na- 
tional entered New Jersey this month, 
and for a time will appoint in the larger 
cities of the State. The Company has 
made a very favorable impression on 
agents, and will soon have a strong 
representation. 

The Terrill & Wordley Co. was or- 
ganized last May. In addition to the 
Cleveland National it represents the 
Newark Fire for Essex County outside 
of the city of Newark; the Arlington 
Fire, the United States Fidelity & 
Guaranty and the Maryland Motor Car 
Co. Charles C. Ulrich, who is insur- 
ance manager of the Terrill & Wordley 
Co., was a broker for three years. Mr. 
Terrill has been in the real estate busi- 
ness for six years. 





LOST RISK THROUGH POLITICS 


Charges Made by R. M. Johnston 
Against T. W. Schimpf in Atlantic 
City 





Insurance men are interested in the 
charges made in Atlantic City by Robert 
M Johnston, an insurance broker, 
against Theodore W. Schimpf, City 
Solicitor, that the latter had canceled in- 
surance on the city hall and schools 
before expiration and turned the busi- 
ness over to Schimpf & Koch, of which 
agency he is a member. Mr. Johnston 
has asked Mayor Riddle to investigate 
the change of insurance and a hearing 
on the charges will be held this week 

Mr. Johnston is a close friend of Louis 
Kuehnle, who for years has been active 
in Atlantic City er 


MONKEYING WITH BUZZ-SAW 

The president of one of the Newark 
fire insurance companies told a rep- 
resentative of The Eastern Underwriter 
this week that he had heard a promi- 
nent insurance man in the State would 
be sponsor for a bill in the legislature 
to cripple reinsurance facilities. He 
said that in his opinion such action 
would be a great mistake. Undoubt- 
edly there will be bills introduced af- 
fecting insurance, and he thought that 
the less underwriters had to do with 
originating such legislation the better. 
After a bill once gets into the legisla- 
ture there is no telling what its fate 
will be. By the time amendments are 
made, the bill may have a boomerang 
effect far different than that of the ori- 
ginal plan of the creator of the 
measure. 





FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 
ASSETS - $17,938,784 
LIABILITIES - $9,193,374 





RENJAMIN RUSH, Vice-President 
JOHN O,. PLATT, 2nd Vice-President 


INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 





NET - SURPLUS $4,745,410. 
SURPLUS TO POLICY HOLDERS $8,745,410. 


EUGENE L. ELLISON President 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


© LOSSES PAID SINCE 
ORGANIZATION 


$164,800,757. 





T. HOWARD WRIGHT, Sec’y and Treas. 
SHELDON CATLIN, Ass't. Secretary 











SPRINKLER RISK TERM RULE 





Action to Be Taken at October Meet- 
ing of Middle Department 
Association 





One of the questions to be discussed 
at the October meeting of the Under- 
writers Association of the Middle De- 
partment is that of sprinklered busi- 
ness. The association’s committee on 
rules has made the following recom- 
mendations: 

“The committee on rules does not be- 
lieve that the proposed change in the 
term rule for sprinkler risks consistent 
or desirable, but if any change is to be 
made in term rule for sprinkler risks 
we would recommend that the term 
rule shall be made uniform for all 
classes, and that contents of buildings 
equipped with sprinklers when insured 
separately from the building shall not 
be written for longer term than one 
year, except at pro-rata of the annual 
rate. 

“If companies desire rules amended 
we would suggest the following as an 
amendment to term rules: 

“Building and contents, except con- 
tents insured separately from building, 
may be written for: 

“Two years at 1% times annual rate: 
three years at 2% times annual rate: 
four years at 3144 times annual rate: 
five years at four times annual rate. 

“When written for a period less than 
a full term, charge short rate of the 
next highest given term rate.” 


LEAVES LOUIS SCHLESINGER, INC. 





Louis Kamm Sells Half Interest in 
Newark Insurance and Real 


Estate Concern 





Louis Kamm has sold his half inter- 
est in the insurance and real estate 
business of Louis Schlesinger, Ine., 
Newark, to Louis Schlesinger. Mr. 
Kamm has leased offices at 16 Clinton 
street and will open for himself under 
the name of Louis Kamm, Ine. 

The Schlesinger corporation does a 
large insurance business, Frank B. 
Heller, secretary of the corporation, 
being manager of this department. 

Louis Schlesinger, Inc., was estab- 
lished in 1890, under the name of 
Brown & Schlesinger, Mr. Brown hav- 
ing been a former § sheriff. Louis 
Schlesinger acquired Brown’s interest 
in 1900. The present year completes a 
quarter of a century existence for the 
present corporation, which has put 
through some of the largest real estate 
deals in North New Jersey. Some of its 
negotiations have included the right of 
way through Newark for the Lacka- 
wanna Railroad, the purchase of the 
present site of the Bamberger Build- 
ing, Newark’'s largest department store, 
and many of the largest mercantile 
leases of the city. 

Mr. Schlesinger has largely developed 
Clinton street, Newark’s “insurance 
row,” and is vice-president of the Union 
suilding Company, which erected the 
Essex and Union buildings, most of 
which have almost an exclusive insur- 
ance tenancy. 





SPECIALS AT CLAMBAKE. 
Frank Taylor's clambake at Pompton 
Plains, N. J., this week was attended 
by a large representation of the field 
force of the State. No representatives 
of the rating office were present as the 
affair was strictly social. 





LICENSES REVOKED 
The New Jersey Department of Bank- 
ing and Insurance reports that the 
brokerage licenses of Charles S. Atkin- 
son & Co. & James R. Skinner Co., 
both of New York, have been revoked. 





MULTIPLE MANUFACTURING RISKS 


Two fires in Newark in tenant manu- 
facturing risks recently has called the 
attention of underwriters to the hazard 
of this class. 
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RATES ON PUBLIC SCHOOL BUILD- 
INGS 


(Continued from page 1.) 
Western Department 63 per cent., Hast- 
ern Department 65.8; which indicates 
that the rate is quite a factor. This on 
premiums aggregating $600,000. 

“The above figures are based upon net 
premiums with no expenses taken into 
consideration. Adding 40 per cent. ex- 
pense ratio shows the class to be a 
losing one. Our experience clearly 
shows that the average annual: rate 
should be considerably higher than 
that quoted by you. 

“It might be well to draw to your 
attention the fact that in many instances 
the co-insurance clause is waived on 
this class, frequently causing a total 
loss under the policy when the building 
is only partially burned. This is es- 
pecially true on buildings of good con- 
struction in cities having good fire pro- 
tection. This omission adds materially 
to the loss ratio.” 

Boarding and Day Schools 

The St. Paul Fire & Marine classifies 
its experience upon boarding and upon 
day schools separately, and the results 
show the wisdom of such a course. Sec- 
retary Perry says the Company’s record 
in this connection for the past seven 
years has been as follows: 


Amt. Written 
$ 3,715,289 
16,845,290 


Boarding schools 
Day schools 


MOTION PICTURE RISKS 





Form Under Which Insurance May Be 
Written on This Class of 
Business 





The moving picture industry is grow- 
ing rapidly and insurance is being of- 
fered continually to companies at all 
sorts of rates, in some instances as high 
as 10 per cent. on film developing and 
printing factories, vaults and contents. 

The hazards of the class are so dan- 
gerous that some of the rating associa- 
tions in the East have promulgated rates 
of 8 per cent. 

B. C. Scudder of Crum & Forster, New 
York City, having inspected this class 
very carefully, has suggested a clause, 
for the protection of companies against 
fraudulent and unreasonable claims, 
which is concise in form and bears high 
merit. The clause reads: 

Scudder Moving Picture Film Clause 

It is hereby expressly stipulated, 
agreed and warranted that all negatives, 
the subject of which has been released 
on the market fifteen days or more prior 
to any claim for loss or damage under 
this policy, shall be considered obsolete 
and are excluded from this insurance, 
and that the value of all other negatives 
not released, shall be limited in case of 
loss, to cost of original production, but 
not to exceed $...... per lineal foot. It 
is also warranted that all positives, 
colored or otherwise, are to be valued 
at not exceeding five cents per lineal 
foot. 





ANNEX POLL AT BUFFALO 

Company officials have been much 
interested in the poll taken of Buffalo 
agents as to whether they will decline 
to represent underwriters agencies. 
Many company officials do not believ2 
that this is a problem that the agents 
can solve; feeling that it is up to th2 
companies themselves to come to some 
agreement. For this reason there wa3 
no unanimity of sentiment in the 
Buffalo poll. 





LOSS $25,000—INSURANCE $11,000 

While the loss caused by the burning 
of the Whyland Opera House, of St. 
Johnsville, N. Y., on the 25th inst., is 
placed at $25,000, the insurance carried 
upon the structure was but $11,000. 





A Hartford underwriter is quoted as 
saying that a tabulation of Western De- 
partment brick building lines for five 
years shows a loss ratio of one year 
business of 53 per cent., and on the 
same class written for three and five 
years the loss ratio is 73 per cent. 


Crude Classification Plan 
United States Manager Frank Lock, 
of the Atlas Assurance Company, says 
that the article in question “is very 
interesting and we can all draw deduc- 


tions from it. The individual experience 
of this company for a number of years, 
as shown by our classification, would 
bot tally with that deduced trom your 
process of reasoning. As a matter of 
tact to us, upon our limited experience, 
the class has been a very good one, 
yet we know by common report that 
to the companies generally the losses 
have indicated that as a class School 
Houses are inadequately rated. This 
might serve to illustrate that classifica- 
tion, in its present crude state at any 
rate, can be of little practical use in 
the making of rates. 


“What is proposed in the scheme pro- 
pounded by the Actuarial Bureau of the 
National Board of Fire Underwriters 
would be another matter; and there 
is a strong hope that in future years 
ciassification on a@ more enlightenea 
basis, dealing with the loss cost to 
amount at risk, may give results of real 
value.” 





Average Loss 


Premiums Losses Ratio 
$ 50,809 $ 39,498 17.7% 
289,786 160,072 55.3% 


SUES TO RECOVER FEES 





Hartford Fire Alleges California Capi- 
tal Tax Fees Should Be 
Returned 





By decision of the California Supreme 
Court the action of the Hartford Fire 
of Connecticut, sueing in its own behalf 
and as assignee for other companies to 
recover the capital tax fees paid under 
protest in 1911, must be retried. 

The contention of the plaintiff is 
that the law under which the tax was 
levied was superseded by a State con- 
stitutional amendment. It sued to re- 
cover its payments, bringing action 
against Frank C. Jordan both as former 
secretary of State and in his individual 
capacity. It won out in the Superior 
Court, but upon appeal the decision 
was Overruled. The Supreme Court 
held that in giving judgment against 
Jordan as an individual the trial court 
erred: Whatever acts the defendant 
had committed being solely in his offi- 
cial capacity. Because of this fact the 
case was ordered retried 





Germans Active in North of England 

The Times states that German insur- 
arce offices have been particularly ac- 
tive in the North of England, and some 
are known to have secured a large pre- 
mium income, partly as the result of a 
policy of cutting rates. No doubt in 
some instances, at any rate, consider- 
able sums have been accumulated in 
this country which would be available 
for settling claims during the period of 
the war. 








NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








THE YORKSHIR 


FRANK & DuBOIS, U. 8. Managers 
Oo. E. 
New York Life Insurance & Trust 





stablished 


The “YORKSHIRE” is the Oldest and Strongest of the English Fire Companies not here- 
tofore represented in the United States 

ERNEST B. BOYD, Underwriting Manager 

LANE, Assistant Manager, 80 Maiden Lane, New York 

Co., 

PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 

NORTH & SOUTH CAROLINA DEPARTMENT, Harry R. Bush, Manager, Greensboro, N.C. 
SOUTHEASTERN DEPARTME NT, Dargan & Hopkins, Managers, Atlanta, Ga. 
Louisiana & Mississippi Department, JAS. B. ROSS, Manager, New Orleans, La. 


Insurance Company, Ltd. 


OF YORK, ENGLAND 
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U. S. Trustee, 52 Wall Street 





1853 
SIXTY-FIRST YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 


1914 





Assets, Dec. 31-1913...... $1,152,425.00 
eer 542,514.00 





W. H. MILLER, president 
A. S. McCONKEY, 
Secretary and Treasurer 








The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, MASS. 


AGENCIES 


5708 Grand Central Terminal, 
448 John Hancock Building, 
1216 Lytton Building, 
335 Wabash Building, 
915 Postal Building, 
304 Central Buildi 
Utica Fire Alarm 


New York 
‘Boston, Mass. 
Chicago, Il. 
Pittsburgh, Pa. 
San Franciseo, Cal. 
n Seattle, Wash. 
Telegregh Co., 
Utica, N. Y. 
Northern Electric Company. Limited, 
Montreal, Canada. 
General Fire Appliances Co., Ltd., 
Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 








JOHN L. DUDLEY, Pres. 


JOHN E. KING, Vice-Pres. 


The John L. Dudley, Jr. Co. 


84 William Street, New York City 
General Agents in the U. S. for the Arlington Fire, of Washington, D. C. 


GEORGE E. WOOD, Vice-Pres. 





Western Assurance, of Canada 


GENERAL AGENTS SUBURBAN DEPARTMENT: 


Sterling Fire, of Indiana 





Atlas Assurance Co., London; 





HEAD SUBURBAN AGENTS: 
Sun Underwriters, London; 
Germany; County Fire, Philadelphia 


Nord-Dentsche, 








ASSETS. 


Mortgage Loans 


Agents Balances 
Interest and Rents due and accrued 
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Bonds (Market Value)........... 
Cash in Banks and Office.......... 
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Surplus to Policyholders, $1,310,328.36 


WASHINGTON, D. C. 


First National Fire Insurance Company 


STATEMENT OF CONDITION JUNE 30th, 1914 


As shown by an examination made by the Insurance Department of the District of Columbia 





LIABILITIES. 
..++ $254,500.00 | Outstanding Fire Losses..........-..-- $32,869.54 
.... 246,850.00 | Unearned Premium Reserve..........-- 203,091.15 
ee 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
sahew 89,182.43 | ee ee SEI, 6.oo cc e'ee 0 0% oe 6% 5,311.09 
chiara 64,650.96 | Capital Full Paid.................+-: 848,527.50 
oe Bees | Cas Past Pale. .....ccccccccscceve 37,560.00 
braked 6,133.25 | Surplus ..........2 sec c cece ceeveens 424,240.86 
— lCUUC Rr eee merr $1,556,808.57 
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GIVEN OFFICIAL APPROVAL 


AFTER PASSES TRYING ORDEAL 








First National Fire of Washington 
Shown to Have Policyholders 
Surplus of $1,310,328 





After charging up every dollar or 
liabilities and valuing its securities 
upon @ most conservative basis, the 
First National Fire, of Washington, 
was found by the insurance depart- 
ments of Colorado and the District of 
Columbia, which made a critical investi- 
gation of its affairs, to have had 4 
net surplus of $424,240, and a policy- 
holders surplus of $1,310,328 on June 
30 last. 

In the first six months of the year 
the Company’s income was $310,003, of 
which $164,494 was in premiums. 

On July 1 the admitted assets as 
certified to by the departmnts named 
were $1,556,808, while the liabilities, 
save the capital, aggregated $246,480; 
$203,091 of this being unearned pre- 
mium reserve. 

After reviewing the history of the 
First National Fire under its former 
management, Insurance Commissioner 
Epsteen, of Colorado, summarizes in 
concise form the steps taken by the new 
administration to remedy the condi- 
tions threatening its future. “he com- 
missioner says: 

“The needs were met by the election 
of Robert J. Wynne as president. Mr. 
Wynne cut the Gordonian knot of 
eliminating internal dissensions by 
promptly discharging all dissentors. 
This was firmness, and it augured well. 
He took steps toward securing the 
best underwriter, who, in his judgment, 
was available. As a result J. E. Smith 
was appointed. Mr. Smith has been 
connected one and a half years with 
the Continental as district manager for 
eastern New York and the suburban 
field of New York. Prior to that he 
was connected seventeen years with 
the London & Lancashire and the 
Orient Fire insurance companies in 
many capacities culminating with the 
position of examiner in charge of the 
New England field. 

“The office manager is a man who 
has had over twenty years experience 
in office management, the keeping of 
insurance accounts, preparing annual 
statements, etc. 

“The only possible remaining criti- 
cism that might be made is on the 
lack of insurance experience of the 
directors’ In reviewing the list) of 
names and their business experience, 
it seems to me that the beard of di- 
rectors as a whole is composed of men 
who should be able to guide the des- 
tinies of the Company from the gen- 
eral business point of view. It is true 
that the records of the directors re- 
veal but an exceedingly smal! amount 
of insurance experience; however, |] 
am informed that changes will be made 
from time to time, replacing the pres- 
ent directors by others who have the 
necessary insurance experience.” 

Many Economies Enforced 

Among other economies in manage- 
ment enforced by the new administra- 
tion was the lopping off of $25,000 in 
head office salaries, and the abrogation 
of a commission contract by a former 
officer which cost nearly $10,000 a year. 

In future the First National will be 
conducted on a direct agency basis 
save upon the Pacific Coast and in cer- 
tain Southern States where first-class 
general agency arrangements have 
been made. 

As now directed there seems no good 
reason why the Company should not 
successfully fulfill its mission and be- 
come in time a powerful organization. 

President Wynne will be recalled as 
the Postmaster General under Presi- 
dent Roosevelt. Since he returned to 
private life Mr. Wynne has been identi- 


fied with a number of financial ven- 
tures in the District of Columbia, al- 
ways sustaining his reputation for in- 
tegrity and business sagacity. 

Vice-President J. L. Smith was a 
former assistant United States District 
Attorney and is well versed in legal 
problems. 

Managing Underwriter J. E. Smith 
has taken hold of the business of the 
First National with a vigor and intel- 
ligence that augurs well tor its future. 


The directors of the Company in 
addition to President Wynne and Vice- 
President Smith include the tollowing: 

Fred T. Dubois, former United States 
Senator from Idaho; Geoffrey Creyke, 
chief clerk Southern Railway; Daniel 
V. Chisholm, superintendent of work 
of United States Government Printing 
Office; George S. Livingston, real es- 
tate and insurance; Gustav E. Rausch, 
Secretary and Adjutant General of 
United Spanish War Veterans; James 
S. Basby-Smith, attorney-at-law; Chester 
Tomson, manufacturer, Clinton, N. J.; 
H. M. Warrenfeltz, cashier of Emmits- 
burg Savings Bank, Emmitsburg, Md.; 
H. G. Barton, United States Civil Ser- 
vice Commission; George M. Edsall, 
insurance and real estate, Nanuet, N. 
Y.; Franck C. Dinges, druggist, Edin- 
burg, Va.; Thomas R. Hamer, banker 
and lawyer, St. Anthony, Idaho; Wil- 
liam A. Hopkins, county treasurer, 
Cincinnati, Ohio. 





BROKERS’ ACTIVITIES 





Opposed to Branch Offices 

In the opinion of the local brokers 
association the abrogation by the com- 
panies “of the various branch offices 
of this city would tend to do away 
with various unfortunate conditions 
evidently now existing, particularly as 
to the payment of excess commissions 
to said representatives of companies 
and by them to various brokers. A 
special committee of the association, 
consisting of Messrs. Depew, Will and 
Little, was appointed by President 
Hegeman a few days ago to express 
the attitude of the organization 4s 
indicated above, and to present the 
resolution at the next gathering of 
the association.” 

+ * * 


Railway Schedule Offered 
Renewal of the insurance upon the 
property of the Schenectady, N. Y., 
Street Railway Company, is being 
officered in this city by a local broker. 
The schedule aggregates ebout one-and- 
a-half million dollars, small as lines 
of this character go, but attractive to 
the companies nevertheless. The prop- 
erty was and maybe still owned jointly 
by the New York Central and the Dela- 
ware & Hudson Railway companies, 
and for a considerable time the insur- 
ance was controlled wholly by R. C. 
Rathbone & Company. 
+ + ~ 


Lloyds in Fiction 

Advertisements in daily papers, ap- 
parently of the Travelers, Prudential, 
New York Life and Hartford—all in 
a single ad—turn out to be clever pub- 
licity for a new book by Ear! D. Biggers 
entitled “Love Insurance.” Mr. Big- 
gers wrote “Seven Keys to Baldpate,’ 
and his latest work is a humorous and 
romantic novel, in which the hero takes 
out a policy in Lioyds to indemnify 
him in case some untoward incident 
prevents his marriage to the wealthy 
heroine. The insurance is for $375,090. 
So far as is known this is the first 
time the Lloyd’s have been the central 
figure in a sixth best seller. 











Capital Stock - - 
Liabilities - 


Net Surplus - - 
Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Special Reserve Fund 


- $10,004,903.21 
P. L. HOADLEY, President 


$1,000,000.00 
5,452,043.92 

° 300,000.00 
3,252,859.29 


Cc. W. Bailey, V. Pres’t. 
A. GC. Cyphers, Treas. 


























a Joins Brokerage Firm 

One of the surprises to “the street” 
was the announcement made several 
days ago of the resignation by A. D. 
Irving, Jr., as secretary of the United 
States branch of the Phoenix Assur- 
ance Company of London to associate 
with the brokerage firm of Benedict 
and Benedict. As a son of the former 
long time United States manager of 
the Phoenix Mr. Irving was regarded 
as a permanent fixture in the Com- 
pany’s affairs on this side the water. 
In association with young Mr. Bayard 
he is known to control some broker- 
age business though not of a serious 
amount. Benedict and Benedict have 
always generously patronized the Phoe- 
nix office, the relations between the 
two seemingly being very close. 

> + . 


Sanford Coaching Rutgers 

George Foster Sanford, a well known 
New York fire insurance broker, is 
coaching the Rutgers football team. 
Mr. Sanford about a year ago surprised 
the street by capturing one of the large 
fire railroad lines, having coached the 
son of the president in tootball. He 
was a great football player in college 
and has been coach for several teams 
since leaving college. At one time he 
was a newspaper writer. 

* * * 
Future of the Broker 

Is the broker in casualty insurance 
losing ground? Some of the best 
posted men on the street think so. 
They see in the conference commit- 
tees of the agents’ association and the 
casualty underwriters, appointed at 
White Sulphur Springs, the dawn of 
another cut in commissions. In view 
of the heavy expenses that the large 
brokers are under they cannot well 
stand much more of a commission cut. 

s . . 


Small Companies the Gainer 
The scramble to reduce tiability in 
the congested districts of the larger 
American cities, one result of the war, 
has resulted in a distribution of con- 
siderable business to the smaller com- 
panies. 
- + . 
Will Join Agents Association 
It is reported that Davis, Dorland & 
Co. will join the New York State Asso- 
ciation of Casualty Agents. 
s 7 a 


A. D. Vibbert’s Change 

A. D. Vibbert has left Mather & 
Company, 51 Wall street, New York, 
and has opened an office in the Under- 
writers Building, 123 William Street, 
New York, in connection with the in- 
surance firm of Rodgers & Carr, Inc., 
where he will do a general insurance 
brokerage business. 

. . 7 

Local countermen eagerly reached 
for the raw sugar and green coffes 
storage lines that appeared on the 
street a few days ago, as affording a 
welcome relief from the dreary mono- 
tony of small building and mercantile 
stock offerings that have ruled for some 
time past. 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
a Se 7,260,197.27 
Wet Surplus «ssc osse 2,596,266.99 
Surplus for Policy 

olders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capita! - - $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 
Holders - . - 1,741,305.00 


The real strength of an insurance com ip 
the conservatism of its management, aud kg 
agement of THE HANOVER is an absol as. 
surance of the security of its policy. 


R. EMORY WARFIELD - 


President 
JOSEPH McCORD - Vice-Pres. & Seo'y 
WILLIAM MORRISON - Asst. Sec'y 


JAMESW.HOWIE .- - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 














HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW YORK STATE DEPARTMENT 








PERCY B. DUTTON, Manager, Rochester, N. Y. 








“The Leading Fire Insurance Company ef 
America" 





CASH CAPITAL ~- $5,000,000.00 
WM. B. CLARE, President 
Vice-Presidents 
HENRY E. REES A. N, WILLIAMS 
Secretary 
E. J. SLOAN 
cs Assistant Secretaries 


E.8, ATEN GUY E. BEARDSLEY 
RALPH B. [VES 


W. F, WHITTELSEY, Marine Secretary 
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ACCIDENT 
COMPANY | 


OF CANADA 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, Workmen's Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YORK 


Western Department: Pacific Department: 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicago, ti. San Francisco, Calif 











PLAN OF PENNA. FEDERATION 


WILL HOLD MEETING IN 





MAY 





J. W. Henry, of Pittsburgh, Issues 
Strong Appeal to Local Agents 
in State 





The annual meeting of the Insurance 
Federation of Pennsylvania will be held 
in May. J. W. Henry, president, has re- 
turned to Pittsburgh from the White 
Sulphur Springs Convention, more en- 
thusiastic over the federation than 
ever before. 

Mr. Henry has mailed a circular to 
insurance men, saying in part: 

“If the insurance business is attacked, 
and legislation passed which is detri- 
mental to the business, there will be no 
further need of the agent. The in- 
surance companies have no right to 
come in and say what character of 
legislation shall be passed, but we, as 
citizens, taxpayers and voters of this 
Commonwealth should and do have the 
right to say what class of legislation 
shall be put upon our statute books af- 
fecting our bread and butter. 

“Only organization can save and 
perpetuate to us the need of the agent 
in Pennsylvania, and as Fire Insurance, 
Workmen’s Compensation and Life In- 
surance we know will be matters for 
consideration by our next legislature, 
we must, for the salvation of our busi- 
ness, be organized in a compact body, 
working hand in hand in legislative 
matters to safeguard our business.” 





POOR CONTRACT BUSINESS 

General complaint is heard among 
the contract bond writing companies 
regarding the dearth of new business, 
especial'y in the New York metropoli- 
tan district. This condition ‘gs the re- 
sult of the restrictive policy of the 
banks largely, prospective builders 
finding it most difficult to finance ven- 
tures, even where the collateral 1s 
first class 

To offset the curtailment in the con- 
tract line, managing underwriters are 
urging their representatives to re- 


doubled efforts in other casualty and 
surety branches, so that the general 
income of the companies may at least 
equal that of former years. 


JOIN THE CASUALTY ACTUARIES 


IS POPULAR 





NEW ASSOCIATION 





First Meeting This Month—Those Who 
Have Joined as Charter 
Members 





The organization of the Casualty Ac- 
‘uarial and Statistical Society—the 
rewest association in the insurance 
business—is proceeding so fast that 4 
meeting will be held in October. Dr. 
I. M. Rubinow. chief statistician of the 
Ocean, is the temporary chairman; and 
Charles E. Scattergood, of the Fidelity 
& Casualty, is the temporary secretary. 

There will be two classes of mem- 
bers. In the first will be included thos2 
who are or have been in charge ef 
actuarial, mathematical or statisticai 
cepartments of insurance companies 
er of associations connected with cas- 
ualty experience. In the second will 
be any one in an actuarial, matke- 
matical or statistical department of an 
Imsurance company, or any other per- 
son who evinces a desire to study ac- 
tuarial science and statistics connect- 
ed with casualty experience. 

Many Become Members 

Amomg those who have expressed 
themselves as desirous of becoming 
charter members are R. J. Hillas, ¥. 
E. Law, T. E. Gaty, H. R. Woodward, 
L. A. Nicholas, Fidelity & Casualty: 
Theodore A. Lehmann, London & Lan- 
cashire; Charles H. Remington, H. C. 
Bryant, E. E. Cammach, Aetna; KE. 
Scheitlin, H. Furz, Globe; B. VU. Flynn, 
R. J. Sullivan, Travelers; C. M. Hansen, 
Professor Albert W. Whitney and Ac- 
tuary Otis, Workmen’s Compensation 
Service Bureau; W. W. Greene, New 
York Workmen’s Compensation Com- 
mission; J. F. Mitchell, Maryland Cas- 
ualty; C. H, Franklin, Frankfort Gen- 
eral; Henry Farrer, Hartford; Samuel 
Davis, Boston; H. E. Regan, New York 
Insurance Department; Kk. T. Me- 
Sweeney, Industrial Accident Board, 
Boston; G. T. Michelbacher, William 
Leslie, California State Fund; William 
J. Graham, Equitable Life; Robert E 
Granfield, Industrial Accident Board, 
Boston; Richard Brodin, New York; 
Henry Moir, Home Life; S. B. Black, 
Wisconsin Industrial Commission; Ro- 
land Benjamin, J. Foley Larkin, Fi- 


delity & Deposit; S. H. Wolfe, New 
York; Charles F. Frizzell, James Mor- 


rison, George D. Moore, Koyal Indem- 
nity: J. H. Woodward, New York Stat2 
Insurance Fund; D. R. Dickey, Charles 
S. Forbes, Casualty Company of Amer- 
ica; F. Croxton, Ohio Industrial Com- 
mission: and A. H. Mowbray. Massa- 
chusetts Employes Insurance Associa- 
tion. 
What Association Can Do 

In most cases the organization com- 
mittee in soliciting membership was 
not only told that the new associa- 
tion will be a valuable adjunct to the 
casualty business, but names were sug 
gested by the writers for charter mem- 
bership. The letter of Henry Farrer, 
of the Hartford, is a sample of those 
received by the committee. He said: 

“T am sure the society will fill a 
long felt want in the casualty fleld 
by establishing a uniform and im- 
proved method of obtaining occupa- 
tional experiences as a egnide to in- 
telligent underwriting and in establish- 
ing causes of accidents. I also fee! 
certain that the annual statement blank 
could be made so that the information 
contained therein would be made up by 
everv company in a manner exactly 
similar, which I know personally 1s 
not the case in the past.” 

NEW YORK VISITORS 

T. J. Falvey, president of the Mas- 
sachusetts Bonding and Insurance Com- 
pany, was a New York visitor this 
week. C. H. Hood, the Minneapolis 
general agent, also visited the city. 





FIDELITY AND 


John Paulding Meade & Co., 99 


Home Office - - 


American Fidelity Company 


ACCIDENT, HEALTH AND BURGLARY 
Insurance in New and Attractive Policies 
Liberal Agency Contracts to agents in small towns 
Apply to nearest General Agency or to Home Office 
GENERAL AGENCIES FOR EASTERN STATES 


Hutchinson, Rivinus & Co., 3 South William Street, New York 
W. T. Whelan, Resident Manager, 80 Maiden Lane, New York 
G. H. Shearer, Jr., 416-20 Walnut Street, Philadelphia 


Charles Wharton, Jr., 212 Bakewell Building, Pittsburgh 
Percy H. Russell, 9th and New York Avenue, N. W., Washington 


MONTPELIER, VERMONT 


SURETY BONDS 


Milk Street, Boston 











Aftermath of the White Sulphur Convention 








A review of the results of the cas- 
ualty conventions in White Sulphur 
Springs last week discloses the follow- 
ing facts: 

The National Association of Casualty 
and Surety Agents is about the lustiest 
infant that there is in insurance. Al- 
though this was only the second annual 
meeting, the attendance was one hun- 
dred and seventy-five. The East, the 
Middle West, the Northwest, the Rocky 
Mountain section and the South were 
represented. There was not a man who 
did not regard the convention as the 
most interesting of an insurance nature 
that he ever attended, not only because 
of the stimulus in meeting conferrees 
facing identical problems, but because 
of the educational nature of the ad- 
dresses and impromptu talks. One 
session was devoted exclusively to the 
reading of surety papers. They were 
so timely, so instructive, that at future 
conventions other branches of the busi- 
ness will be similarly discussed; so 
that it does not take much imagination 
to picture for the future a conven- 
tion with sub-divisions of all branches 
of insurance which the up-to-date agent 
must attend or be out of touch with 
things he should know. 


The Federations 


There has been some uncertainty as 
to just what was done regarding the 
insurance federations which have 
sprung up in various States. Nine 
more federations are on the verge of 
formation, one of them in Pennsylvania. 
It can be stated that the federations 
will be affiliated with the National 
Association of Casualty and Surety 
Agents. 

The indications are that the National 
Association of Casualty and Surety 
Agents will be the largest body 
numerically in the insurance business, 
and it will fight for the interest of 
every insurance man in America. 

Why the Agent Needs Protection 

That the agent needs protection is 
demonstrated by the assault now being 
made generally on his livelihood. Wade 
Fetzer summed up the situation suc- 
cinctly as follows: 

“With compulsory State insurance 
now in force in the States of Ohio, 
Washington, Oregon and West Virginia, 
taking the business of workmen’s com- 
pensation and employers’ liability out 
of the hands of private contract (in- 
surance company, agent and assured); 
with a law in Texas with supervisory 
features to be exercised by the Texas 
banking and insurance department, by 
reasons of which the business by the 
stock companies is very seriously de- 
moralized and with forty-two different 
State legislatures convening __ this 
winter, but a few months hence, when 
the subject of workmen's compensation 
and employers’ liability will ‘be promi- 
nently before most- of said legislatures, 
with the State of Wisconsin soon to 
vote on the question of a constitutional 


amendment permitting the State to 
write practically all classes of insur- 
ance; with North Dakota agitating the 
State doing its own bonding business 
and the Federal Government doing like- 
wise as respects its employes, is it not 
tire that we all forget our petty dif- 
ferences and unite together for our 
self-preservation, lest we be trifling 
while our house burns Over our heads 
and we all go down in the ruins.” 

Joint Committee to Consider Expense 

and Other Questions 

Professor Albert W. Whitney, man- 
ager of the Workmen’s Compensation 
Service Bureau, who is a leader in 
suggesting constructive measures, to'd 
the International Association that 
commissions to agents are not low 
enough and that money is wasted in 
the development of useless and exces- 
sive competition. “The public will not 
tolerate the suspicion that a social in- 
stitution is being made the occasion for 
exploitation,” he said. He, therefore, 
suggested that the companies must co- 
operate with each other and with their 
egents in an effort to put commissions 
on the right basis, for it is obvious that 
no one company can effect this reform 
independently and, furthermore, it can- 
not be brought about without the will- 
ing and intelligent co-operation of the 
agents.” 

Following Professor Whitney’s sug- 
gestion a joint committee, composed of 
four representatives from each of 
the two organizations, namely the In- 
ternational Association and the agents’ 
association, was appointed as follows: 

Underwriters—Charles H. Holland, 
John T. Stone, E. W. De Leon, N. R. 
Moray. 

Agents.—Wade Fetzer, Chicago; C. 
H. Hood, Minneapolis; Thomas F. 
Daly, Denver; W. G. Wilson, Cleveland. 

A sub-committee of this joint com- 
mittee for considering surety matters 
is composed of N. E. Turgeon, George 
D. Webb, W. S. McCurdy and J. L. 
Humphreys. 

> ca > 
No Accident Association 

The question as to whether there 
should be a separate association for 
the accident branch was referred to the 
executive committee. John T. Stone, 
president of the Maryland Casualty 
Company, did not see the object of an- 
other association, saying that the differ- 
ent ‘branches already were well 
organized. 

- * * 


The ‘New Officers of the Underwriters 

The International Association of 
Casualty and Surety Underwriters 
elected H. G. B. Alexander as presi- 
dent to succeed C. H. Holland. Mr. 
Alexander is the president of the Con- 
tinental Casualty Company of Chicago, 
and not only one of the best posted 
men on all phases of casualty insur- 
ance to be found in America, but he 
is a firm believer in organizations and 
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has been one of the hardest workers 
for the general good of the business 
in all lines of endeavor. He has been 
a leader in the Detroit Conference as 
well as the International Association. 

F. RobertsonJones, who was re- 
elected secretary-librarian, is probably 
doing more than any other individual 
in spreading propaganda ieading to 
correct thinking by the public on the 
subject of casualty insurance, partic- 
ularly workmen’s compensation. He is 
a hard worker, an intelligent and con- 
yincing talker, and a fine student ot 
the business. Other officers electe1 
follow: 


of that time having been spent in the 
service of the Pope Manufacturing 
Company at Boston, Chicago and 
Buffalo. He is the general agent of 
the Aetna in Buffalo, and is an un- 
usually successful insurance man. He 
was one of the organizers of the lia- 
bility agents’ association in New York 
State. His title of Major came from 
service in the National Guard. He 
served five years with the National 
Guard of Illinois; fifteen years with 
the National Guard of New York. 

E. A. St. John, the new secretary of 
the agents’ association, was born in 
Buffalo in 1869, and from 1885 until 
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F. Robertson Jones, Workmen’s Compensation 


Publicity Bureau; Corwin McDowell, president New England Casualty; John 


T. Stone, president Maryland Casualty Company; 


Amsterdam Casualty. 
Bottom Row: 


George E. Taylor, New 


M. W. Van Auken, representing Mutual Accident Insurance: 


Charles H. Holland, General Manager Royal Indemnity; William B. Joyce, 


president National Surety; Lyman B. 


Boiler. 


Vice-Presidents: Liability Section, 
A. Duncan Reid, Globe Indemnity; 
Personal Accident and Health (stock) 
Section, John M. Parker, A®tna Acci- 
dent and Liability; Personal Accident 
and Health (mutual) Section, Ira F. 
Libby, secretary, Commercial ‘Il'rav- 
elers’ Eastern Association; Fidelity, 
Guaranty and Surety Section, William 
B. Joyce, National Surety; Plate Glass 
Section, H. C. Hedden, New Jersey 
Fidelity and Plate Glass; Burglary 
Section, Norman R. Moray, Hartford 
Accident and Indemnity; Steam Boiler 
and Fly-wheel Section, Lyman Bb. 
Brainerd, Hartford Steam Boiler In- 
spection and Insurance. 

Treasurer, George E. Taylor. 

Executive Committee: C. H. Hol- 
land, chairman; J. T. Stone, William 
Brosmith, W. G. Curtis, C. McDowell. 

* - * 
Biographies of New Agents’ Officers. 

George A. Gilbert, the new president 
of? the National Association of Casualty 
and Surety Agents, told a representa- 
tive of The Eastern Underwriter, that 
he could tell h’s biography in a dozen 
words. He has been in the casualty 
insurance business for a great many 
years. For seven years he was with 
the Travelers. Then he went with 
the Employers Liabiiity. He is a clear 
headed, substantial, deliberative type 
of general agent, who has the respect 
of all of his associates. 

Major N. E. Targeon, the 1st vice-prési- 
dent of the association, has been in 
the insurance business for fifteen years. 
Before that he was for thirteen years 
in the bicycle business, eleven years 


Brainerd, president Hartford Steam 


1900 he was in the lithographic print- 
ing business, first as a salesman, then 
as a branch office manager. From 1900 
to 1908 he was in the publishing busi- 
ness as sales manager and vice-presi- 
dent. He had a_large field organiza- 
tion, which experience proved valuable 
to him when he was made president 
of Joyce & Co., in May, 1908. He has 
lived in Chicago since 1895 with the 
exception of three years when he had 
his headquarters in New York. Mr. St 
John is one of the most aggressive 
surety men in the West. 

V. L. P. Shriver, the new seeond vice 
president is a successful Pittsburgh 
casualty man. John A. Morrison, third 
vice-president, was nominated for that 
office, after he had refused the secre- 
taryship where he did remarkable work. 
He is a member of the firm of Mor- 
rison & Blew, Chicago. 

a * = 

Sharp Protest From John T. Stone. 

Chairman C. H. Crownhart, of the 
Wisconsin industrial commission, a 
meek looking individual, gave the cas- 
ualty companies some hard raps. He 
accused them of trying to have work- 
men’s compensation laws based on the 
New Jersey law, because it was an 
easier statute under which to operate: 
he declared that their rate making 
machinery worked unintelligently and 
unfairly; and finally, he alleged that 
the claim departments did not give 
the public a fair deal. When he 
finished there was the conventional 
motion that he be thanked tor tom- 
ing to White Sulphur Springs and giv- 
ing the delegates the pleasure of hear- 


ing his address. It was adupted by 


an ironical vote. 

During the proceedings it was 
noticed that John T. Stone, president 
of the Maryland Casualty Company, 
had been shifting about in his chair. 
After the vote was announced he 
arose and said that he did not in- 
tend to sit quiet and hear any man 
call the insurance companies “short 
change artists.” Such was not the 
case, and he wanted to register a pro- 
test. Actuary Otis, of the Workmen’s 
Compensation Service Bureau, ex- 
plained how the cigar store, sewer and 
other rates which the industrial com- 
missioner cited, were made. A. Duncan 
Reid, of the Globe Indemnity, gave the 
underwriting point of view regarding 
legislation. All the companies wanted 
was a fair deal. 

The tfuth is that some of the State 
officials expect rate makers to display 
superhuman genius. The rates, made 
in a great hurry to conform to the re- 
quirements of a law, and based on 
unsatisfactory and limited experience, 
naturally cannot be expected to escape 
some criticism. They are the best 
rates that can be made for the time 
being. 

* a > 
New York Meeting This Month. 

The New York delegation, headed 
by A. T. Armstrong, of Syracuse, presi- 
dent of the New York Association of 
Casualty Agents, left White Sulphur 
Springs well satisfied that the time 
spent away from business was worth 
while. The New Yorkers will hold 
a meeting in October, at which interest- 
ing compensation questions will be dis- 
cussed. There is a general feeling on 
the part of agents of the State that 
politicians and demagogues have this 
commonwealth in a tight grasp. Tne 
new factory laws are burdensome to 
employers, who, after making tremend- 
ous outlays of money, have no guar- 
antee that the improvements will not 
be rendered worthless by new legis- 
lative exactions. The compensation 
act needs amendments in several par- 
ticu'ars. G. T. Amsden, of the New 
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the president of a company were re- 
sponsible for its success. He thought 
not, because the president sometimes 
spends a few hours daily at his desk 
and he cannot possibly handle every 
detail. Were the directors responsible? 
He thought not. How about the de- 
partment heads? Success of the com- 
pany does not rest entirely upon them. 
What about the producer? He does 
only his share. The truth is that all 
these individuals are cogs in the whole 
machine that constitutes “the com- 
pany.” They should all have some say 
in the management of the company. 
He felt that a place on the board of di 
rectors should be made for the success- 
ful general agent who can bring his ex- 
perience and different viewpoint into 
the counsel of the company. ‘He de- 
clared that the successful agent was 
conscientious, honest and had the wel 
fare of the company at heart in con- 
sidering the acceptance of business, 
and, if there were occasions where 
such was not the case the exceptions 
should not be agents. 

Mr. Fetzer’s talk was inspired by 
the suggestion of Professor Whitney, of 
the Workmen’s Compensation Bureau, 
that agents and company officials 
should get toge*ner and try and arrange 
some plan to eliminate unnecessary ex- 


pense in conducting the business of 
a casualty comvany. Those who have 
attended conventions of the National 


Association of Casualty and Surety 
Agents have been much impressed by 
Mr.' Fetzer’s diplomacy and tact. These 


qualities, coupled with sincerity, have 
enabled him to build up a remarkably 
large volume of personal business. 

* * > 


Swan Song of Preus 
Several commissioners mixed among 


the Casualty men. They were Joseph 
3utton, of Virginia; Saul Epsteen, of 
Colorado; J. A. O. Preus, of Minne- 
sota; John S. Darst, of West Virginia 
The speech of Commissioner “Jake” 


Preus to the agents was his insurance 
swan song His future activities will 
be as Auditor of the State of Minne- 
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Bottom Row:—A. T. Armstrong, Syracuse; John Kavanagh, Rochester. 
Top Row, left to right:—A. D. Pardee, Kingston N.C. Spencer, Buffalo; F. W. 


Whipple, Binghampton, Roy Brownell, Potsdam; 
Buffalo; William Hayes, Rochester; 


York delegation, is president of the 
fire agents’ association in his State. 
Says Agents Should be on Directorates. 

One of the most effective talks made 
in White Sulphur Springs was that of 
Wade Fetzer, of Chicago, in address- 
ing the assembled company officials 
and agents on the question of a closer 
co-operation between agents and the 
home office. Mr. Fetzer asked whether 


Major N. E. Turgeon, 
G. T. Amsden, Rochester. 


sota for a time. Then, it is rumored, 
he will become Governor Mr. Preus 
has been one of the most able of the 
commissioners. He is of Scandinavian 
descent, and is a lawyer by profession. 
Commissioner Epsteen was a college 
professor and never mixed up in poli- 
tics. Commissioner Button was at one 
time an insurance agent, has for years 
been active in politics and when the 
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commissionership was created he was 
regarded as the ideal man for the job. 
Commissioner Button, by the way, 
attracted considerable attention at 
White Sulphur by some remarkable 
swimming feats in the pool. Commis- 
sioner Darst made a good speech re- 
garding workmen’s compensation. He 
is an orator of the spell-binder type 
and it is said no West Virginia audi- 
ence can resist him. Governor Hatfield, 
ot West Virginia, who also explained 
about the year-old compensation law 
in his State to the convention, was 
formerly a doctor. 
. . ma 
Are Underwriters Opposed to Work- 
men’s Compensation? 
Criticism has frequently been made 
ot casualty companies that they have 
tried their best to block all legfslation 
respecting ‘workmen’s compensation. 
Labor leaders have been among those 
making this allegation. The facts are 
that the international association has 
favored workmen’s compensation laws 
when they are just. Its desire is to 
see that such laws are fair to all con- 
cerned. The casualty companies were 
opposed to the old inequitable liability 
laws. When the compensation act agi- 
tation was first started in this country 
Samuel Gompers, the labor leader, 
made many speeches against the enact- 
ment of the statutes. 
a c = 
Busy Fortnight for Barry. 
it was a busy fortnight for J. V. Barry, 
the popular representative of the Metro- 
politan Life who in a fortnight attended 
seven conventions, viz: Three indus- 
trial, health and accident conventions 
in Atlantic City; the insurance commis- 
sioners’ convention in Asheville; and 
the two conventions at White Sulphur. 
™~ * * 


Plenty to Do. 

When not attending the conventions 
the insurance men played golf and 
tennis, swam in the pool, attended balls, 
rode horseback or went in automobiles 
over beautiful mountains, and got 
walking exercise by going from the 
lobby to the hotel dining room, a dis- 
tance of shortly less than two miles. 

+ * . 
Apathy. 

E. C. Thompson, of St. Louis, told 
a story of an agent who had a brother 
in the legislature. A bill was passed 
which put the insurance agent out of 
business and for which the legislative 
brother voted, not having been told of 
its import. Mr. Thompson cited this 
case to illustrate how careless agents 
are in protecting their own interest. 

* * * 


Helping Others to Succeed. 

Eugene Oberdorfer, general agent of 
the Fidelity & Casualty Company in 
the Southeast, began life as a boy work- 
er on the wharves of Jacksonville, and 
made good after the hardest kind of 
hard work. Most of his education was 
imbibed by hard knocks, yet he main- 
tained throughout the struggle a cheer- 
ful manner and temperament which 
laughed to scorn all obstacles. Now, 
he is president of the Civic Education 
League, of Atlanta, which has: 3,000 
members, and which among other 
things helps many a poor boy to be 
educated along right lines. 

* * + 


Mr. Holland as Presiding Officer. 

For sheer polish and grace of manner 
it is doubtful if there ever was at any 
convention a presiding officer who could 
match Charles H. Holland, United 
States manager of the Royal Indemnity. 
Mr. Holland is also a charming speaker 
who has few equals in expressing felic- 
itous sentiments at conventions. He 
reminds many of Joseph H. Choate. 

+ * - 
Rap the Broker. 

Resentment against the broker who 
claims commissions because he tips 
off the fact that a risk is in the market 
for insurance or that his political pull 
makes it possible for him to give an 
agent the business was noted on sev- 
eral occasions. E. A. St. John, of 
Chicago, called the politician-broker a 
parasite. J. K. Livingston, of Detroit, 
told how his city handled the brokerage 
problem. Wallace Reid, of Pittsburgh, 


in discussing brokerage in the lobby 
with some other agents told of an in- 
stance where a broker came into his 
office and whispered the name of an 
industrial concern that wanted liability 
insurance. 

“Now, it’s understood,” he said, “that 
if you write this business I get a com- 
mission for my tip.” 

Reid called up the concern in ques- 
tion, as he had written it a letter the 
day before. He was informed that the 
broker had called on the manager that 
very morning and had seen Mr. Reid’s 
letter on the desk. Having gotten the 
tip from Reid’s letter, he took the mrst 
car to the agent’s office and pretended 
to have original information. Needless 
to say, he was shown the door. 

Wallace Reid, of Pittsburgh, is no re- 
lation to Wallace Reid, of New York, 
the fire insurance agent. And they have 
never met. 

. a 


Ohio the Object Lesson. 

The Ohio ageuts presented a doleful 
front. They ave seen their liability 
business, built up after years of work, 
suddenly taken away from them by the 
State. They believe firmly that they 
are the victims of apathy and that if 
they had been organized there would 
have been a different story to tell in 
the Buckeye State. The Insurance 
Federation of Ohio is strong and get- 
ting stronger ull the time. 

* * & 


Edward Griffith an Absentee. 
Edward Griffith, of E. E. Clapp & 
Co., New York, a familiar figure at 
previous conferences of the casualty 
agents, did not attend the convention. 
- * s 


Wet Song at Dry Banquet. 
West Virgima is a dry State and 
sulphur water was the strongest drink 
at the banquet. Despite this, the stein 
song was sung in rousing fashion. 
a a * 


Get Into Politics, Says Joyce. 
William B. Joyce, president of the 
National Surety Company, made a 
rousing speech at the joint meeting of 
the agents and company officials, say- 
ing that every other interest is or- 
ganized and the insurance men should 
act in concert in going after their po- 
litical enemies. “Get into public life,” 
was his advice. 
s ” 7 
Women at the Convention. 
That the wives of insurance men are 
decidedly interested in insurance mat- 
ters was demonstrated by the fact that 
several of the wives of agents attended 
all of the sessions of the agents’ con- 
vention and did not seem a bit bored 
by the technical discussions. One of 
the most faithful attendants was Mrs. 
John A. Morrison, whose husband was 
the first secretary-treasurer of the 
agents’ association, and who was elect- 
ed third vice-president. 
. a a 


Hood, of Minneapolis. 

C. H. Hood, of Minneapolis, one of 
the strong figures at the agents’ con- 
vention, is the leading casualty gen- 
eral agent of the Northwest. His 
counsel in the agents’ organization and 
at all commission conferences has been 
invaluable, and he could have any 
office that he wants, but he prefers to 
remain in the background. 


GLYNN WINS IN PRIMARIES 





Author of Compensation Act Scores 
Initial Victory—Law Made a 
Football of Politics 





Governor Glynn ran far ahead of 
John A. Hennessy in the Democratic 
primaries, and will be the Democratic 
nominee for Governor. As was ex- 
pected the compensation act for 
which Glynn claims the credit of 
creation and passage, played an im- 
portant part in the preliminary cam- 
yaign. The law, and its administra- 
tion, was vigorously attacked by Mr. 
Hennessy. T. Spencer Baldwin, man- 
ager of the State Insurance Fund, re- 
plied to Hennessy, denying that politics 
kad any part in the administration ot 
the act. Mr. Baldwin argued that the 
rates were prepared by experts, and 
that the best men possible wer2 
picked to run the Fund. 





CAPITAL FULLY PAID IN 





General Indemnity Corporation Soon 
to be Launched at 


Rochester 





With a capital of $200,000 and a net 
surplus of $100,000 fully paid in, the 
General Indemnity Corporation of Amer- 
ica will shortly be ready for business 
at Rochester, N. Y. 

Its plan of organization and accounts 
have been fully investigated by the New 
York Insurance Department, and their 
correctness certified to. 

Hiram B. Wood is president and Ralph 
M. Barstow secretary-treasurer of the 
new corporation. 





MILLION-DOLLAR BOND 


The National Surety Company has 
executed, through its Philadelphia 
agency, as co-surety with the American 
Surety Company of New York, and the 
Fidelity & Deposit Company of Mary- 
land, a bond in the amount of $1,000,000 
for Amelia H. and Henry Herman Har- 
jes as executors of the estate of John 
H. Harjes, deceased, who was a promi- 
nent banker of Philadelphia. 





ALBANY CASUALTY CHANGES 

In appreciation of the good work 
performed in the field, W. G. Curtis has 
been appointed manager of the Albany, 
N. Y. branch of the Aetna Accident & 
Liability Company in its fidelity and 
surety department. The other lines of 
the Company will continue to be 
handled by Watson, & Wadsworth, as 
managers of the Central and Eastern 
New York agency with G. A. Mills as 
resident manager at Albany. 





LEAVES UNITED STATES F. @ G. 

To assume the management of the 
surety branch o? the Hartford Accident 
& Indemnity Company at Chicago, T. 
W. Thompson has resigned as resident 
assistant secretary of the United States 
Fidelity & Guaranty Company. 





WANT UNIFORM LAWS 
Heads of labor departments of the 
country will have a conference in Chi- 
cago on October 12 to discuss the needs 
va a uniform workmen’s compensation 
aw. 





2. * & ANKLIN, U. S. Mgr. and Attorney 





The Frankfort General Insurance Co. 


of Fraiilifért-On-The-Main, Germany 
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COMPENSATION BUSINESS 





Assessment Upon Companies for Sup- 
port of New York Rating Bureau 
Discloses Company Writings 





A reasonably close approximation ot 
the premiums received by the casualty 
companies upon their workmen’s com- 
pensation business in New York State 
during the month of July is afforded 
by the figures filed with the State De. 
partment for the purpose of assess- 


ment. The returns follow: 
Brewers Mutual Ind. Ins. Co.. $25,000 
Hartford Accident & Ind. Co.. 25,000 
Knickerbocker Mut. Liab. Ins. 

ee Ss * eres 25,000 
Metropolitan Mut. Bldg. Trade 

eee ee 25,000 
Prudential Casualty Co. ...... 25,009 
Manufacturers Liability Ins. Co. 

_ 2 ty Sree rire 25,000 
N. Y. Printers & Bookbinders 

eS ees 25,000 
Southwestern Surety Co. .... 35,900 
Contractors Mutual Ins. Co. .. 40,00) 
Frankfort General Ins. Co. .. 42,500 
Ind. Mutual Liability Ins. Assn. 52,100 
First Mutual Liability Ins. Co. 

 & Qe eer 59,400 
London & Lancashire Guarantee 

eo Ug eee eee 64,309 
Exchange Mutual Ind. Ins. Co. 

oe eer 65,000 
Lumber Mutual Casualty Ins. 

= 3 ee ee error 66,200 
Commercial Casualty Co. . 75,00" 
Fidelity & Deposit Co. ...... 84.200 


U. S. Fidelity & Guarantee Co. 100,00" 
New Amsterdam Casualty Co. 100,0U0 
Utica Mutual Compensation Ins. 


PROS PR SEE ae 114,700 
Employers Mutual Ins. Co. of 

a We. Med ahhie his 6sd np heuu nex 120,209 
Utilities Mutual Ins. Co. . 140,509 
ws. B. COBO CO onc vicsiccas 141,500 
Zurich General Accident & Lia- 

eee Me I, BA. occas 150,000 
Maryland Casualty Co. ...... 154,100 


Ocean Accident & Guar. Corp. 178,90" 


Mass. Bonding & Ins. Co. .. 192,000 
Standard Accident Ins. Co. .. 200,00u 
London Guarantee & Accident 
Mi etetbeed caked poe weeweeus 243.609 
Royal Indemnity Co. ........ 247,500 
General Accident, Fire & Life 
c Se. ee 250,000 
Globe Indemnity Co. ........ 257,400 
American Mutual Compensation 
ere rere eee 300,400 
Casualty Co. of America .. 321,000 
Fidelity & Casualty Co. ...... 517,600 
State Insurance Fund ........ 560,000 
BUES TARO THB. CO. occ cccsci 599,300 
Employers Liability Assur. 
NS arch thine Seopa og. eeasern wae 750,900 
EmeGnets TRE: OO. ...ccccecess 2,750,00 ) 
Ssh celia ich cartel oleae eum deliete $9,150,100 


While the premiums named _ were 
secured in July they were largely in 
payment of six months business. The 
figures, too, are subject to correction, 
the different companies using various 
methods in computing the returns. To 
support the Workmen’s Compensation 
Inspection Rating Bureau a premium 
tax of one per cent. is levied upon the 
companies. 





MEET IN SHEHAN’S OFFICE 





Conference in Maryland Compensation 
—First National in State Has 
Been Organized 





Representatives of the various insur- 
ance companies doing a casualty bus! 
ness in Maryland attended a conference 
in the offices of State Insurance Com- 
missioner W. Mason Shehan and dis- 
cussed with him and the members ot 
the State Industrial Accident Commis- 
sion the proposition of establishins 
rates applicable to policies to be issued 
under the workmen’s compensation act. 
Attorneys for some of the large con- 
cerns which must comply with the 
workmen’s compensation law admit 
that they are very much puzzled as 
to what form of insurance to advise 
their clients to adopt. Under the law 
they can choose among insuring In 2 
State fund, mutual companies, casualty 
companies or, in some instances, of 
carrying their own. insurance. 
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Special Talks With Local Agents | 








John T. Stone, president 


Tells of the Maryland Cas- 
Agents To ualty Company, gives 
Be Ready’ the following good ad- 


vice to agents: 

“Actual readiness, such as enables 
an agent to realize certainly on every 
opportunity that offers for casualty or 
surety business, ray be said to involve 
three elements, namely, knowledge, con- 
fidence and enthusiasm. 

“The first, knowledge, covers a wide 
range. Information must be in mind 
to furnish a quick, accurate and satis- 
fying answer to the prospect’s ques- 
tions or the competitor’s criticisms re- 
garding the company’s financial 
strength and the quality of its service 
in inspections, claims, etc. The agent 
must know definitely whether the com 
pany does or does not write that par- 
ticular kind of policy which is desired 
at the moment. He must be familia 
with all of the varieties of coverage 
written by each department and with 
the specific policy form or endorse- 
ment that fits the case. The correct 
completion of application blanks may 
seem to require no mention; yet tl’ 
number of applications that reach this 
office in incomplete condition or pre- 
senting contradictory, inaccurate, or 
unintelligible data, evidences unreadi- 
ness on the part of many agents or 
their clerks. 

“It is hardly possible for anyone to 
remember the rate on every classifica- 
tion and every risk among our great 

ariety of businesses. But, there must 
be such knowledge of rates generally 
and such familiarity with manuals 
and with rating methods (especially 
the new schedule rating system in the 
writing of workmen’s compensation in- 
surance) as will enable the agent to 
give a sufficiently definite answer to 
the prospect’s questions in this regard, 

which is, of course, the feature he i3 
apt to be most interested in. 

“These various items of information 
al upplied in full detail by the Com- 
pany. Our great assortment of adver- 
tising documents, our carefully pre- 
pared manuals, policy forms, applica- 
tions, inspection and claim blanks, and 
other printed supplies, and The Budget 
with its fresh and stimulating news 
and suggestions every month contain 
everything an agent needs to kno 
about our business. 

“He must also possess knowledge of 
his constituency; their names, loca- 
tions, kinds of business, and their cas- 
ualty and surety needs. ‘This kind otf 
knowledge not only assists in improv- 
ing opportunities but actually creates 
them. Nothing flatters a human being 
quite so much as to find his name and 
address, are accurately known and that 
an intelligent and practical study has 
been made to secure his patronage for 
his real needs; provided, of course, all 
this is brought to his attention with 
due respect for his own time and with 

yper deference to his own ideas. 

“With these furnishings of knowledge 
in his mind the agent has one of the 

ements of readiness. Without it he 

s simply unable to avail of opportunity 

hen it knocks. 

“The second element is confidence. 

“The agent must have no least linger- 
ing vestige of doubt as to the necessity 
of his prospect for insurance against 
the hazards covered by our policies and 
bonds in so far as they may respect- 
ively apply; he must be fully per- 
suaded that such insurance is furnished 
in the only really dependable and satis- 
factory form by stock companies. 

“Without this three-fold confidence, 
he is a failure before he starts, for his 
own doubts make him unready. With 
knowledge plus this confidence, his 
readiness needs only one more element: 
to be perfect. 

“The third element is enthusiasm. 
The agent who is always ready must 
honestly prefer his job to any other. 
He must be so obsessed of its attrac- 





tions, so interested in its complex 
phases, so absorbed in the solution of 
its daily problems, so enamored of its 
possibilities, so convinced that it is not 
just a means of livelihood but an honor- 
able calling worthy of a man’s best 
thought and energy, that he will have 
a real zeal for its daily demands and 
results.” 
* x * 


“Our field force is paid 
from the proceeds of 
premium collections, 
consequently it is to 
the interest of eacn 
agent to use his best endeavors to col- 
lect premiums without delay when due,” 
says the General Accident. “The Com- 
pany will continue its policy of paying 
claims promptly and satisfactorily, and 
is entitled to all premiums as they 
become due. 

“We thoroughly appreciate what has 
been done of late months along the 
line of prompt collections, and the 
good work which has been accom- 
plished is going to make a fine show- 
ing if kept up to the end of the year. 
We have full confidence that our rep- 
resentatives will give this matter of 
collections the attention which it de- 
serves. 

“System in this work of collections 
is all important. The agent should 
have before him continuously a com- 
plete statement of outstanding pre- 
miums in his debit, and every-day 
diplomatic and dilligent effort should 
be made to collect, the list being re- 
vised daily. Conditions will help or 
hinder, and policyholders are prone to 
make the usual excuses and to invent 
new ones from time to time. By meet- 
ing and overcoming these excuses, the 
agent will become adept and will keep 
his debit up to the scratch.” 

* * ~ 


Be Diligent 
In Making 
Collections 


Here are some. epl- 

Courage grams from the Com- 
Never Calls monwealth Casualty 

For Help Company that wil! 

profit agents to read: 

He who lives on prom‘ses isn’t 
long for this world. 

To him nothing is possible who 
is alwavs dreaming of his past 
possibilities. 

The darker the day the clearer 
the call for you to shine. 

Courage never calls for help; it’s 
your yelping for help that puts you 
out of the ring—“You’re whipped 
when you whine.” 

The day has its dreads and the 
night its nightmares to the man 
who dodges his duties and nags 
his neighbors. 





LEAVE OF ABSENCES 
War Takes Many From Commercial 
Union and Other Companies 
in England 








The Insurance Record, of London, 
says: “We are informed that from the 
Staffs of the Commercial Union Assur- 
ance Company, Limited, and its asso- 
ciated offices {the Ocean Accident and 
Guarantee Corporation, Limited, and 
the Union Assurance Society, Limited), 
no fewer than 687 members have been 
granted leave of absence for Military 
and Naval Service. The directors have 
authorized payment of their salaries in 
full and reinstatement on their return. 
Despite the loss of so large a number, 
the work, necessarily reduced in conse- 
quence of the war, has been under- 
taken by the remaining members of 
the staff, and no applications can be 
entertained for temporary employment, 

“We have pleasure in announcing 
that the directors of the Alliance As- 
surance Company have’ generously 
granted leave cf absence to no less 
than 20 per cent. of their staff for 
service with the Forces of the Crown, 
and will pay their salaries in full dur- 
ing the war and will keep their places 
open for them.” 


Georgia Casualty Company 
MACON, GEORGIA 


W. E. SMALL President 


A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 








PROSECUTED BY AMERICAN 


H. W. Pease, former secretary of 
Lodge No. 434, L.0.0.M., Vineland, N. 
J., was arrested on a charge of having 
created a shortage of $331.64 while em- 
ployed by said order. Later he was held 
for the action of the Grand Jury. The 
American Surety Company bonds the 
Officers of the various lodges of the 
Loyal Order of Moose throughout the 
United States and is insisting on the 
prosecution of those who default, hence 
the arrest of Pease. 


GEORGE J. KUEBLER 
Attorney - at - Law 


EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 


a Specialty 
ott References on Application -:-:- 


Suite 720-29 So. LaSalle St. Chicago, Ill. 


rELEPHONES: Randolph 6816 and 6817 














The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, 
Semi-Annual Statement, June 30, 1914 


Panis cdc ee 20% 0 be ond oe $11,606,723.00 
PEL, decease vnausmees 5% 8, 167,993.93 
Capital 1,000,000.00 
Surplus ever all Liabilities... 2,438,729.07 
Losses paid to June 30, 1914 .... 46,713,497.00 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 


Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 
and Theft Insurance; Plate Glass Insurance; Liability Insurance—Employers’, Public, Teams 
(Personal Injury and Property Damage), Automobile (Personal Injury, Property Damage and 
Collision), Physicians’, Druggists’, Owners’ and Landlords’, Elevator, Workmen’s Compensation 
Steam-Boiler Insurance; Fly- Wheel Insurance. 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 


The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


Automobile—Elevator —Teams— Burglary— Workmen’s 
$3 ss Compensation—Etc., Etc. 3s ss 
C. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 
PLATE GLA 
Pensonat accipent POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D. WHITNEY, Vice-Pres, 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
CHI CAG oO Resident Manager 


- 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 

















October 1, 1914. 




















Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 


SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 
PHILADELPHIA, PA. 









1098 Drexel Building - - . ‘ 





Bankers Life Company 


DES MOINES, IOWA 


ORGANIZED 1879 





Insurance Issued and Restored 1913 (Paid-for) 
$60,907,000.00 


Increase in Admitted Assets For Year 


$2,630,411.43 


ERNEST E. CLARK : 





President 























Solicitors are like gizzards, no good without grit. 


mean the realization of all your dreams. 
individuality at its full value. 
Superintendent of Agencies, J. F. WELLINGTON, all of Shreveport, La. 


How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
The president of this Company is W. T. Crawrorp ; Vice-President and General Manager, L. D. Prewrrt ; 





Grit is the key with which you can do the winding. If you 
You can secure a 


If you have the grit to make a change and a reasonable 











THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 


“A Company better otherwise than simply age and money size.” 
Began business October, 1907, and on January Ist, 1914 had 


Admitted Assets 
$808,528.64 


Surplus to Policyholders 
$301,317.25 


Ample financial backing, free annual physical examination of policyholders, 
liberal policies and agency contracts. 


Insurance in Force 


$10,644,428 


Open territory in Ohio, West Virginia and Michigan 
LIFE HEALTH AND ACCIDENT INSURANCE 








Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


See what we have to offer. 
Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 


Cc. H. JACKSON, Supt. of Agencies 


For particulars, address 








Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1914 


NR iss os 5 dsadacena kis sincinteesamaniehs $1,000,000.00 
Re-Insurance Reserve ..........-+---seecreeeeces 2,845,185.81 
Reserve for Unpaid Losses and All Other Liabilities.. 273,985.87 


BE CY 6 000 dsc ve caees oetcets eevee eters soos 2,720,038.31 
TOTAL ASSETS. $6,839,209.99 
During a successful record of 58 years this Company has paid losses exceeding 


$ 14,000,000.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER. Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretar 





W. W. Alexander, Sec. 
X A. D. Legg, Asst. Sec. 







ea, =, 
Co ae ba. 


R. W. Alexander, Pres. 
A. N. Stewart, V. Pres. LAER N 


BALTIMORE, MD. 


Cash Capital $1,000,000.00 Surplus to Policyholders $1,203,604.68 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 





Apply HOME OFFICE 








“An Agent Is Known by the Companies He Keeps” 



















Continental Insurance Company 


OF NEW YORK. 


The best company for a policyholder is the best 
company for an agent. 





HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
332 SO. LASALLE ST., CHICAGO. 








Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 


The assured places the responsibility on the 
agent; a Fidelity-Phenix policy relieves him of it. 


HENRY EVANS, President. 





Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
137 SO. LASALLE ST., CHICAGO. 





Fidelity (Fire) Underwriters 


OF NEW YORK. 


Combine the assets of two of the largest com- 
panies with the highest sense of liberality and 
fairness. 





Combined Assets $42,586,574 
Policyholders Surplus $23,743,555 


Home Office, 
80 MAIDEN LANE, NEW YORK. 

















